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A perfect record of all money Pee t J 
transactions, Gibson prestige of} “ 
business forms are lithographed on | 
fine bond. Some available with ‘\ im 
dealer’s imprint on individual 
forms and die stamped on cover in e243 ~ % 







quantity orders. In demand 
with discriminating customers 


everywhere. 


BILL HEAD PADS 


BILL AND DAY BOOKS 
COUNTER CHECKS 


GIFT AND ARCHITECT 
CERTIFICATES 


PROMISSORY NOTES 
MONEY RECEIPTS 
REMITTANCE BOOKS 
SCALE BOOKS 
STATEMENT PADS 
TRADE ACCEPTANCES 


WARRANTS FOR ORDER 
ON TREASURER 


CR Gibson suv conn 


PUBLISHERS * NORWALK, CONNECTICUT 
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Dixon ‘lifts ro velass” to nye Bey , 


Another Distinguished Dixon Customer! 


Mr. F. G. Atkinson, President of 
The Joseph Dixon Crucible Co., says: 


“We point with pride to Canada Dry, Inc., 
one of America’s leading beverage manu- 
facturers ... another famous-name user of 
Dixon Ticonderoga Pencils. Dixon “mixes 
well “with Canada Dry, providing the writ- 
ing convenience and economy of super- 
quality pencils.” 


For sales that sparkle, stock up now on 


Dixon Ticonderoga and the complete line of 
best-selling Dixon pencils. Give your bus- 
iness a refreshing “lift”... in terms of easier 
sales, faster turnover, repeat orders ... by 
selling the pencils that are favored by the 
famous names in American Business. 


TICONDEROGA 
- @ famous name in American History 


Dixon TICONDEROGA 
- @ famous pencil in American Industry 


Dixon 


TICONDEROGA 





For “Big Business” , . . put this best-selling package on your shelf! 


Pencil Sales Division, EN 1-6 THE JOSEPH DIXON CRUCIBLE COMPANY, Jersey City 3, N.J. 





BATES B-50 


BATES 
STAPLER REFILL 
5000 rustiess Brass MERCURY STAPLER 


staples each loading. Wide range of models 
for every requirement. 


_- 


BATES @ 
MODEL C STAPLER 
Makes its own staples. 
One loading—5000 staples. 


BATES 
List 
FINDERS 


Press 

++. presto! 

There's the 

: iti address, 

BATES ‘~~. phone number, 
SILENT STAMP PADS BATES : recipe, etc. 


Reversible, renewable NUMBERING — quick os 
filler for long life, MACHINES a wink! 
clear impressions. P 

Exclusive inside movement, 

watchlike precision, 

dial setting and 

roller bearing action— 

all these combine 

to make Bates 


Numbering Machines ; S : B AT E S 


the world’s outstanding 


avromaric wate. PE’ i QUALITY 


ETER 











Feeds, : 
inserts and “al ; means lasting 


crimps eyelets 


in one automatic satisfaction both 
action. 


to the seller 
and user of 


Bates Products. 


BATES BATES 


PERFORATOR STAPLE REMOVER 


Easiest action, Removes all sizes 
large waste container. of staples instantly 


Compact, economical. without tearing paper. 


——— 


BATES 
END-ICATOR the 


STANDARD STAPLES BATES manufacturing co. 
Red staples give warning 


towards end of strip. Orange, New Jerse 
Save time and temper. : New York Office, 30 Vesey Street, N.Y. 7 
* — oa 




















DEAR READER: 


First of all we want to extend our 
congratulations to the winners in 
the 18th annual window display 
competition held in conjunction with 
National Letter Writing Week last 
October. Being among the prize 
winners not only speaks well for a 
company’s display taste but reflects 
«n admirable alertness to promo- 
tional opportunity. 

Stationery store winners were 
well spotted around the nation, 
being selected from Georgia, Cal- 
ifornia and Michigan. You'll be in- 
terested, we're sure, in the photo 
layout on Pages 22, 23 showing 
these prize-winning displays. 

Special congratulations in connec- 
tion with this contest should also 
go to Charles Fowler of The Gris- 
wold Store, Warren, Ohio, who won 
the designers’ award. His contri- 
bution is also shown in the cited 
photo feature. 

Congratulations need not be con- 
fined to the National Letter Writing 
competition. Several new or beauti- 
fully remodeled stores have recently 
been opened or reopened for busi- 
ness, each featuring self-selection. 
Following the trend to self-service 
and taking advantage of the change- 
over to modernize has been done 
recently by many stores. Among 
them have been Yeo and Lukens of 
Philadelphia, Cotterel’s of Lemoyne, 
Pa., and Cloke and Son, Limited, 
Hamilton, Ontario, Our special con- 
gratulations to these dealers, whose 
attractive stores are featured on 
Pages 24, 26. 

To all our readers we have a 

different message. We want to ex- 
.tend to each our best wishes for a 
“prosperous and joyous 1956. The 
“Business future, according to fore- 
casts, looks bright. We can all look 
with optimism toward the future. 

Because such optimistic best wishes 
are possible as we open this new 
year, we are extremely pleased to 
have the opportunity of extending 

r “New Year's” message to the 
more than 7,000 of you who make 
up our reader family. 
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An Important Message 
About Fair Trade 





We Feel that this is an appropriate time to give 
new emphasis to a Company conviction and restate a 


Company policy: 


] The Esterbrook Pen Company believes that their 
customers are entitled to full-profit margins, that 
present margins are not excessive, that they 
should be preserved to the fullest possible extent, 
not only by the dealers themselves, but by our 
Company as well. 


2 The Esterbrook Pen Company will continue to 


actively support present Fair Trade laws 
wherever they exist. We will protect the resale 
price of Esterbrook products wherever it is legally 
practical to do so. 





This restatement of policy finds us still of the opinion that 
the maintenance of the dealer’s legitimate profit is in the 


best interests of both our dealers and their customers. 


We are sure we can count on your enthusiastic support 
of this policy. 


Gsterbook 


AMERICA'S OLDEST PEN MAKER 


The Esterbrook Pen Company, Camden 1, New Jersey © The Esterbrook Pen Company of Canada, Lid., 92 Fleet Street, East; Toronto, Ontario 
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MODERN STATIONER 
Washington, D. C. 
January 15, 1956 


An increase in payroll taxes to pay for additional social security benefits 
is being pushed in Congress by the Democrats. 





If they succeed in getting the increase enacted, the rise in payroll taxes 
would wipe out the proposed income tax reduction. The most likely tax cut is 
an increase in the base deduction from the present $600 to $700. This would 
amount to about $20 for the average person. The proposed social security tax 
increase would total $21 annually for each employee and an additional $21 per 
year to the employer for each of his employees. 


The Senate Interstate Commerce Committee is making the first motions toward 
hearings on the federal statutues which prop up the state fair trade laws. The 
group is canvassing a sample of retailers and wholesalers to get their views. 








There will be no legislation to repeal the federal statutues enacted this 
session, but hearings are a possibility. 


Putting a temporary halt to the series of rulings in other states throwing 
out their fair trade laws, the California Supreme Court recently affirmed the 
constitutionality of the California fair trade law. 





The Small Business Administration plans a revision of its regulations to 
spell out more clearly the size of firms which are entitled to its assistance. 
At present all firms employing fewer than 500 persons are automatically classed 
as stall business. 





Under a proposed revision, the SBA would set the criteria for a small business 
according to the industry. 


For stationers, the SBA proposal would class them as small if their annual 
sales amount to $1 million or less. Any wholesaler firm would be classified as 
small business if its annual sales totaled $5 million or less. 


In addition to issuing all sorts of pamphlets and helping manufacturing con- 
cerns to obtain defense contracts, SBA offers business loans at a fixed interest 
rate of six percent per year and loans to small businesses damaged or wiped out 
in disasters at an interest rate of three percent. 


SPA has exhausted its available money for disaster loans, but Congress is 
rushing through a bill increasing the agency's loan authorization by $50 million. 
In the meantime, SBA is using business loan money for disaster loans and charging 
six percent, with a provision that the rate will drop to three percent as soon as 
Congress acts. 








Sinclair Weeks, the Secretary of Commerce, predicts that 
equipment will jump five to ten percent in the first six months 
compared with the first half of 1955. Weeks termed 1955 the 
year" in the history of the industry. 








Increased sales in the first half of th 
paper products including stationery and other 


Over-all, the Commerce Department expects that most major industries will 
continue operations at or near peak levels for the first half of the new year. 


he first half of 1956, but the 
outlook for the second nalf is for a leveling off of the business boom. 


The basis for this lies in three key areas: 


Automobile sales have been disappointing { the 1956 models, and it appears 
that 1956 volume will be substantially under 1°‘ 


The construction boom is also showing. The shortage of mortgage money is 
a serious impediment to private construction, and the rate is slowing for expend- 
itures on business plant and equipment. 


The third factor is that in fields where the demand is still rising--steel, 
for example--industry is already at capacity and is unable to increase production 
in short order. 


The Division of Liquidation has issued a ruling requiring all business 
firms to preserve records involving World War II price controls until January 
1, 1957. This covers Office of Price Administration days. 








Records involving Office of Price Stabilization controls during the Korean 
conflict must also be preserved. 


There is little chance that any stationer not involved in price control 


violations will be called upon to produce the records, but the law provides 
criminal penalties for not maintaining the records. 


The first drop in retail i ny mc Is was registered during November, 
according. to the December repo 1e Presic s Council of Economic Advisers, 





Total retail sales were estimated at $15.6 billi a drop of $200 million 
from October. 

Despite the retail decline, the nation's economic activity increased again 
in November to hit another record high. Continued increases at the manufacturing 
level more than made up the decrease at the retail level. 


The President's message on the state of the union indicated that 
once again request Congress to raise most postal rates, including the 
class letter mail. Congress, however, will again ignore the request. 
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Dennison Crepe Paper 
is Flameproofed ! 


COMBINES THE 
BEST QUALITIES OF 


@ BRANDS IN 4 


FLAME PROOF 


EXTRA STRONG 
FOR DECORATIONS 


: ‘ COSTUMES & CRAFTS 
Now you can satisfy all crepe paper needs with one new 


brand, DENNISON CREPE PAPER— FLAMEPROOF. 
It comes in the same 71% foot folds and the same 25 pop- ee ere 
ular colors, at regular prices. Fully stretchable, pliable, 

brilliant — and flameproof, too. 





Dennison Crepe Paper — Flameproof combines the selling 
features of the former Marlboro and Flameproof brands. 


To you, this new “‘two-in-one”’ Crepe Paper means: 


less space for warehousing and display. 
less time for inventory control and ordering. 
bigger volume . . . better turnover. 


Order Dennison Crepe Paper — Flameproof now! 


ennison Verybest CRAFT Crepe 
S still available for special 


W#Fraft projects and flower making. 





MPANY, FRAMINGHAM, MASSACHUSETTS 


an 
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A new pencil sharpener 
called the Tri-Pointer is be- 
ing made by Apsco Products, 
Inc., Los Angeles. 

Designed for users of 
mechanical clutch-type pencils, 
the Tri-Pointer has three cod- 
ed nozzles: needle, medium 
and blunt. A dip into the 
centered lead-cleaning pot 
filled with metallic hay re- 
moves all loose graphite. 





Meilink Money Chest 

A low-priced, burglar-resistive 
money chest has been introduced by 
the Meilink Steel Safe Company, 
Toledo, Ohio. 

Model No. 814-B retails for less 
than $200 and has a one-inch steel 
body, equipped with 11/2-inch doors. 
Its outside dimensions are 8 x 8 x 12 
inches and _ inside 
6 x 6 x 8) inches. 


dimensions are 





Specs-N-Pencil Caddie 


Dunston Leathers, Inc., 121 West 17th 
Street, New York City, announced a new 
desk accessory called the Spec-N-Pencils 
caddie, a receptacle which accommodates 
eyeglasses and a handy supply of pens 
and pencils. 

The center partition is removable so 
that non-wearers of glasses can use the cad- 
dies for writing utensils only. The item 
retails for $1 and comes in red, green, 
brown and maroon. 





Chair Mat 


The Ace Lite Step Company, 1704 South State Street, Chicago, 
has announced that its desk chair mat retails for $47.50 and not 
$41.50 as previously stated. 


Recorded Greeting Cards 


Records have replaced the tradi- 
tional written message in a new 
series of children’s greeting cards 
introduced by Rec-Cards, Inc., 1616 
North Argyle Avenue, Hollywood. 

Hollywood talent provides the 
musical background, the voices and 
sounds of animals, cowboys, ship 
captains, trains, and magicians in 
cheery Christmas and birthday greet- 
ings. The cards are designed and 
produced by the H. S. Crocker Com- 
pany, Inc. They retail for $1. 





The new Schedule-A- 
Date desk calendars for 
1956 are available from 
Keith Clark, Inc., 130 
West 42nd Street, New 
York City. 

Pad size is 3 % x 6 
inches with mounting 
holes on two inch cen- 
ters. Both bases and re- 
fill pads are available. 
The calendars come in 
brown or gray grained 
polished plastic to blend with every office decor. The new base 
has a slanted surface which is said to make the calendar pad easy 
to write on. 





Toy, Book Combination 

Rand McNally & Company, P. 
O. Box 7600, Chicago, has come 
out with a plush toy puppy nam- 
ed “Snoopy” and a book written 
about his adventures. 

The puppy measures 15 x 7 
inches and is available in a num- 
ber of colors. When his face is 
squeezed, he barks. The book is 
hard bound with washable covers 
in full color and has 28 pages 
with 28 full-color illustrations. The combination retails for $2.98 
and is distributed by Elka Toys of New York City. 





Premier “Fone-Pad” 

Premier Materials Company, 
2029 N. Halsted Street, Chi- 
cago, has announced a ‘‘Fone- 
Pad” set. 

The new set consists of a 
metal tray which clamps to 
the base of the phone and 
holds 125 4 x 6-inch memo 
sheets. A magnetic pencil is 
included in a special rack. 
The tray and pencil are fin- 
ished in black enamel and the set retails for $2. 


Bridge Cover 

A table cover made of plas- 
tic which lists the point and 
honor count bidding of Goren 
and Culbertson in front of 
each player is being made by 
Modern Living, Inc., 2330 
West Third Street, Los Ange- 
les. 

E. Errett Smith, Inc., Em- 
pire State Building, New York 
City, has been appointd ex- 
clusive distributor in the eastern, southern and midwestern states. 

The table cover is said to be water proof, spongeable and wash- 
able and fits both standard and oversized bridge tables. It comes 
in a long black tube for storing and retails for $4.95. 
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Deal #1 


i 
..-includes 36 Waterman C/F* sets and 12 C/F D4 
pens in three price ranges, from $13.75 to 
$22.50. Your graduation extra is a cool $50.00 | 
that can be spent in local advertising to step ] 
up sales and increase store traffic. 

wy 


a new 


degree in Deal #2 


..-ineludes 3 dozen Waterman C/F sets 
in various price ranges. Regular discounts 
apply. In addition, there’s an extra $35.00 
that, turned to advertising, can 

double and redouble your sales! 





graduation 
profits 
with these 


Waterman's c/; F 
deals! 


The deals shown here are 
the most attractive of 
their kind ever offered 

to the pen retailer. 

They not only give 

you a solid discount 

(the best offered by 

any pen manufacturer) 
but allow you a liberal 
allowance for promotion, 
to spend as you please, 

in your local market. The 
deals start any time after 
January 1st and continue to 
March 30th, 1956. Waterman, 
of course, furnishes you with 
any ad mats you may need 

in various sizes. 


Deal #3 


...ineludes 2 dozen Waterman C/F 
sets in two price categories. You get 
your usual whopping discount and a 
$15.00 promotion allowance to 

spend as you see fit. 


Waterman Pen Company, Inc. 
Seymour, Conn. 








These deals are open to 
Waterman Franchised Dealers 
only. If you’re not in that 


know all about your 3 new deals. 





Name 


Please have your representative call. | want to 





select circle, it’s high time 


you were. But either way, Nome of Store 








fill out the coupon and Address. 








send it in today! 


*Patent applied for 


WATERMAN PEN CO., INC. 


Seymour, Connecticut 





City. Zone___State 


















SCOUT No. 202: Top 
quality at low price. 
Gives perfect perform- 
ance. Loads 105 ACE 
Scout Staples No. 200. 





STANDARD No. 102: 
Famous for endurance. 
Gives perfect lifetime 
performance. Uses stand- 
ord size Staples. 


ACE CLIPPER 





ACELINER No. 502: 
World's finest, most at- 
tractive 4-way Stapler 
.. handfastens, staples, 
pins, tacks. Loads 210 
ACELINER Staples No. 
2025. 





PILOT No. 404: Mil- 
lions in use the world 
over. Staples, pins, tacks. 
Loads 210 standard 
size Staples. 





CLIPPER No. 702: 
Saves time and money 
for florists, dry clean- 
ers, stores, schools, fac- 
tories, offices. Loads 210 
ACE Clipper No. 700 
Staples. 


CASH IN ON ACE ADVERTISING! 


Impressive advertisements appear regularly in 
magazines reaching Insurance firms, Banks, 
Florists, Laundries, Cleaners and Dyers, plus 
20,000 office management executives. This 
hard-hitting campaign will give YOU power- 
ful aid in boosting ACE sales. Send for displays 


and literature. 





NAL 


bint ACE FASTENER CORPORATION —““™ 
3415 N.ASHLAND AVE., CHICAGO 13, ILL. 


Ew 





IN CANADA: ACE FASTENER (CANADA) LTD., 
6705 UPPER LACHINE ROAD, MONTREAL 28 





- 258 WALLACE AVE, TORONTO 
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Home Reminder 


A new bulletin board called the 
Home Reminder has been released by 
TV Home Products Company, Box 5, 
Orange, N. J. 

At the top is a soft grey-black area 
that serves as a blackboard and a mag- 
net board for small papers. There are 
iwo pads of paper—one for a shopping 
list and the other for more permanent 
information. Magnets, hanging tees and 
a pencil come with the 16 x 24 inch 
board. It comes in pink, turquoise and 
yeliow. 








Swing-O-Lite 


The new Super Swing-O-Lite 
lamp has been announced by 
Swing-O-Lite, Inc., 13  Moon- 
achie Road, Hackensack, N. J. 

The lamp is constructed of 
oversized square stecl tubing 
with nickel plated springs that 
are adjustable for tension. Jt has 
ventilated lamp housing, three 
hand-knob tension adjustments, 360 degree swivel on base and 
head and 270 degree swivel on focus angle. The lamp is available 
in a number of colors with a choice of five mountings. 





Inflatable Globe 


An inflatable world 
globe mapped in bril- 
liant colors and made 
of Krene plastic is 
manufactured by the C. 
S. Hammond & Com- 
pany, 515 Valley Street, 
Maplewood, N. J. 

Lung power or a 
hand pump inflates the 
globe and when deflat- 
ed, the globe folds up 
in a small, flat package 
for space-saving  stor- 
age. It costs about $20, 
including a wrought 
iron stand. 








Automatic Coin Changer 


A completely automatic coin 
changer has been added to the 
line of changers manufactured 
by Metal Products Engineering 
Company, Los Angeles, 58. 

The Coin-Master has 19 keys 
and can split change by pressing 
two keys. The coin magazine can 
be removed or replaced and can 
be loaded in or out of the machine. It is made of aluminum with 
a gray hammertone finish. It holds up to $100 in change. 





Wearever Fountain Pen 

A new Wearever Pacemaker fountain pen and matching pencil 
set (No. 2850) has been released by David Kahn, Inc. The pen 
offers a choice of six Hardaloy-tipped Replace-A-Points. The set 
is packaged in a plastic-topped gift box and sells for $3.25. It 
may be obtained from the firm at North Bergen, N. J 
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More and more dealers are capitalizing to 
the fullest extent on Merriam’s 125 years of 
business success by stocking and displaying 
Merriam-Webster dictionaries exclusively. 
They can do this for two reasons, 

Complete specialization in dictionary mak- 
ing by a permanent staff of experts gives 
Merriam continuous top quality. And one of 
the leading national advertising campaigns on 


Send for catalogue and discount schedule; 
also free promotion material. 










K Mevuam 


The POWER behind the sale... 


125 years 


of successful 
business 
experience! 


record assures unmatched public confidence 
in the Merriam-Webster brand name. 

You can save valuable store space and in- 
ventory investment — prevent customer confu- 
sion and lessen selling time — with a diction- 
ary policy of exclusive Merriam-Webster stock 
and display. Join the trend to greater sales 
and profits by offering your customers only 
the best ... Merriam-Webster dictionaries, 


-Webslir 


REG. U. S. PAT. OFF. 


G. & C. MERRIAM COMPANY, Springfield 2, Mass, 











QUICK SERVICE 


ner? 


PROMOTES MORE 
GIFT SALES 


the Ainsley machine imprints . . . 

Writing Papers * Book Matches * Xmas Cards 
Leather Goods * Paper Napkins * Lead Pencils 
Fountain Pens * Gift Items * Playing Cards 


Last minute c 


Kieren amie 


With a Kin 
own store 


can t get < 


That is why ov yromeleleea= 
own Kingsley Machines say 


stment we ever made 


You get the benefit ot their experience 


Talke)*) an ia=icm slele) 41-3) The Kings ey Plan 


fi, a P 
Aingsley 


WCRLD’S FINEST 
MONOGRAMMING MACHINE 





KINGSLEY STAMPING MACHINE COMPANY 
850-D CAHUENGA BLVD., HOLLYWOOD 38, CALIF. 
PLEASE SEND THE “KINGSLEY PLAN” 
AND CATALOG OF KINGSLEY MACHINES 








NAME 
For full 
7 ADDRESS 
details... 
Mail this CITY STATE 





Coupon NOW 





gs 


Junior National Bank 


The Logan Special Manufacturing 
Company, 1431 W. Hubbard, Chica- 
go, is making a First Junior National 
Bank. 

The bank is a replica of a bank 
interior complete with teller’s cage, 
bankbook, checkbook 
and other banking essentials. It even 
has a night deposit slot and with- 


deposit slips, 





drawal slips. The retail price is $2. 


Color-Imprinted Protectors 


The development of a new process for imprinting in color on 
acetate sheet protectors has been announced by Kingsbacher-Mur- 
phy Company, 6245 Lexington Avenue, Hollywood, Calif. . 

The imprint (one or two lines of copy, up to three inches in 
length) appears between the ring binder holes. The imprint cost 
for one line is $1 per thousand and $1.50 per thousand for two 
lines. 


Insulated Files 
The new Hercules insulated files 
for ledgers, legal papers, letters or 





ee checks are the first of their kind on 
2 the market to bear the Underwriters’ 
Laboratories Class C label, and are 
i = made by Meilink Steel Safe Company, 
y Toledo, Ohio. 

Bs The “C” label means the files are 
oO capable of withstanding a severe fire, 
a sudden heating and great impact of 
ee a fall. It comes in six models and 

—i five sizes. 

Akay Hold-a-Book 
A Hold-a-Book, __ plastic 


book support, has been de- 
veloped by Akay Corporation, 
4034 North Kolmar Avenue, 
Chicago. 

The holder is 9 inches wide 
and 51% inches deep and 
comes in black, ivory, blue, 
yellow and red. It is easily 
folded for compact storage. 
The suggested retail price is $1. 





See-A-Week Calendar 


A useful desk 
calendar called the 
See-A-Week calen- 
dar is made by See- 
A-Week, P. O. Box 
3144, San Diego 3, 
Calif. 

Seven days are 
always visible which 
gives the user a 
ready answer to the 
problem of keeping 
appointments from 

ih doubling up. A 
handy, easy-to-read size makes it ideal for secretaries’ desks, PBX 
operators and receptionists’ use. 





(Continued on page 56) 
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) ARTISTS’ OIL COLORS 
- i 
—— CRAFTINT-DEVOE Artists’ Materials are backed by 
eng two centuries of research and experience! 
‘ini And NOW... $50,000 in ““New Look” test-proven 
i a development makes world-famous CRAFTINT- 
and 


DEVOE Artists’ Oil Colors professionally modern 
and perfect. Rich in value and of Uniform fine 
texture, these Certified Permanent Oils give 

the FINEST results. .. . They are permanent and 
their consistency is just right for painting 


. not too stiff... not too fluid. 








GOOD painting requires GOOD Oil Colors 





desk .. lasting and intermixable! CRAFTINT-DEVOE 
I : ‘ 
Po is formulated in a complete color-range 
See- ' " i ‘ ns Se 
Box | UNIT NO.1 — 3 tubes studio size (1” x 4”) of each of Rian Gay a... ED 
30 3, color in “E” series plus 3 additional tubes of Titanium compounded from the finest ingredients. 
ae : White, display rack, 24 copies “Painting for Fun” book is AFTINT 
Aich and color cards... dealer net ... $44.34. To say it simply... CR -DEVOE, 
ra the quality oil colors for you. 
> the ALSO AVAILABLE. ..UNITS NO. — 
eping 2,3,4....Craftint-Devoe Oil 
from Colors will simplify your inventory 
wk problem. Now, one line of finest- 
‘ quality colors meets all require- é ra + j r= 
ments — you no longer have to THE MANUFACTURING CO. 
» 56) sell second-grade colors to meet NEW YORK e CLEVELAND « CHICAGO 
1956 compotttive peices. Main Office: 1615 Collamer Ave., Cleveland 10, O, 
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e Newly Designed 
e Highly Styled 
e Popular Priced 


Card Playing Accessories and 
Party Goods for Positive 
Customer Acceptance, 


Write Today for Our Completely 
New Illustrated Catalog. 


See us at the 


CHICAGO GIFT SHOW 
ROOM 588 LA SALLE HOTEL 
FEBRUARY 5-15 


- NEW YORK GIFT SHOW 
ROOM 982 HOTEL NEW YORKER 
FEBRUARY 26 - MARCH 2 
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CHARLESTON 
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More Than 25 Years 
of Experience in 
Designing Card 
Playing Accessories 
and Party Goods 


40 W. THIRD AVE. 
COLUMBUS 1, OHIO 














ah 


the 
tion 
forn 
of t 
help 
deve 
It 
shot 
Mol 
issu 
mor 
year 
of 
fam 
men 
will 
O 
and 
licat 
ery 
the 
trate 
whe 
“ma 
cove 
this 
pub 
hel; 
fort 
his 
T 
pro 
trat 
mos 
han 
mat 
are 
voh 
we 
one 
Yet 
fiel 
it. 
I 


MC 


( 


RK 


bs 








ype em — 


Nhis issue of MODERN STATIONER, 
the first of a new year, provides 
the ideal time to discuss the publica- 
tion's new editorial policies and more 
formally introduce the reader to one 
of the outstanding authorities who is 
helping us carry out our new, rapidly- 
developing program. 

It is particularly apropos that we 
should discuss this subject in 
MODERN’ STATIONER’'s first 1956 
issue, for it is during the next 12 
months—the first full calendar 
year for the publication as a member 
of the Davipson PUBLISHING 
family—that the continued develop- 
ment of our publishing program 
will be so much in evidence. 

Our editorial policies are simple 
and clearly defined. Since this pub- 
lication reaches every large station- 
ery and office equipment store in 
the country our policy is to concen- 
trate on serving these big stores 
whose problems are peculiar to the 
“mainline” operation. The job of 
covering all the other segments of 
this vast industry we leave to other 
publications. Our job, we feel, is to 
help the dealer by providing in- 
formation that will aid in solving 
his “big store” problems. 

There are numerous management 
problems on which we are concen- 
trating our efforts, but probably the 
most important is the problem of 
handling sales personnel. Because 
many of the large store operators 
are doing over 80 percent of their 
volume through outside salesmen, 
we think this is a vital matter and 
one that every dealer is interested in. 
Yet, no other publication in the 
field has given editorial attention to 
it. 

In order to provide the most re- 
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liable and authoritative solution to 
the problems of handling salesmen 
MODERN STATIONER has retained Dr. 
Charles L. Lapp, a prominent sales 
management consultant to serve as a 
consulting editor for our publication. 
A series of articles written by Dr. 
Lapp especially for this magazine be- 
gan in the December issue and con- 
tinues in this issue with his article on 
Page 27 directed ‘To Management.” 

Dr. Lapp is eminently qualified 
to assist stationery and office equip- 
ment dealers in solving their sales 
problems or improving the sales 
programs. He is professor of market- 
ing at Washington University, St. 
Louis and is the author of the book 
“Personal Supervision of Outside 
Salesmen,” which is widely used. 

Subsequent articles by Dr. Lapp 
will deal with other facets of the sales 
problem. He will discuss selection of 
sales personnel, training them, moti- 
vating and supervising your sales 
force, and he will direct some articles 
to the salesman. Although we speak 
here on general subjects, you will 
find Dr. Lapp’s material specific and 
detailed enough to be extremely 
useful. 

We are going farther than the 
presentation of Dr. Lapp’s outstand- 
ing series of articles in aiding the 
dealer with the problems associated 
with his sales force. On Page 20 of 
this issue is introduced a series of 
stories about successful salesmen. 
During the series the articles will be 
expanded to include case studies of 
successful sales management prac- 





tices. They will tell of the outstand- 
ing accomplishments in the industry 
and how they were achieved. 

As dealers you can take full 
advantage of this concentration of 
sales information in the MODERN 
STATIONER editorial program by 
seeing that the articles which will 
benefit them-are placed in the hands 
of your salesmen. Establish a reliable 
system for passing your copy of 
MODERN STATIONER around to your 
salesmen or send in a subscription 
for each. It's up to you to see 
that your people get this information 
which is designed to assist them. 
Passing the publication around is 
one way. Giving each salesman his 
own individual copy is another. 

Although the question of sales 
and sales management are definite 
points of emphasis because of their 
importance to the retailer, it is not 
MODERN STATIONER’s policy to serve 
the ‘mainline’ stationer only in 
this regard. Our publishing service 
calls for dealing with other big 
store problems. The story on Page 
28 of the issue is an example, deal- 
ing with the inventory control prob- 
lem. Others have—and will—cover 
order systems, accounting questions, 
etc. 

The editorial policy of MODERN 
STATIONER, then, is one of service 
to the big stationery and office 
equipment store through thorough- 
going, authoritative coverage of big 
management problems. It’s a pro- 
gram that will grow and expand in 
1956. 


MacethD Shaveg 
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i tationesy and office supply salesmen are entitled to 
\/ deductions from their adjusted gross income. This 
will bring about some income tax savings for all salesmen, 
and considerable savings for salesmen who meet the 
special qualifications for extra deductions. 

Check through the following points to be sure that 
you take full advantage of these income tax savings which 
are yours because you are an office supply salesman: 


1. CHECK YOUR QUALIFICATIONS 

The Internal Revenue Service recognizes two classes 
of salesmen: (1) inside and (2) outside. According to 
the definition of the Internal Revenue Service, an ‘outside 
salesman is a full-time employee engaged principally in 
soliciting business for his employer elsewhere than at the 
employer's business premises.”’ 

Basically, the test of “inside” or ‘‘outside’’ revolves 
around the percentage of time spent inside and outside 
selling. For instance, an office supply salesman who spends 
most of his time in the store and makes an occasional call 
away from the sales floor is considered an “‘inside”’ sales- 
man. On the other hand, a salesman who is in the em- 
ployer’s place of business for incidental activities such as 
writing up orders, handling correspondence, and making 
appointments is classified as an “‘outside” salesman by 
the Internal Revenue Service. 


TAX SAVINGS 


for stationery, office supply salesmen 


Check these points to be sure you 

take full advantage of possible tax savings, 
Mr. Salesman. Are you an “inside” or 
“outside” salesman? It makes a 


difference tax-wise 


Sy Jack E. Sedford 


Director, School of Merchandising 
Armstrong College 


Outside stationery salesmen can take advantage of al 
the deductions outlined in this article. Inside salesmen, 
however, can only claim local transportation expenses, 
traveling expenses while away from home, and other reim- 
bursed expenses as a deduction from adjusted gross in- 
come. 


2. USE FORM #2106 
The U. S. Treasury Department, Internal Revenue 
Service has prepared a special form, No. 2106, which is 
called a “Worksheet for use of taxpayer claiming local 
transportation, travel or outside salesmen expenses incurred 
as an employee.” The form is available from your local dis- 
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trict director of internal revenue. It should be attached 
to your regular income tax return form to provide the 
necessary detail for the deductions claimed. 

The information necessary to complete this form is 
clearly outlined on the form. Be sure that you check all 
classes described to which you have the necessary qualifica- 
tions. For instance, an outside salesman may have deduc- 
tions under transportation expenses, travel expenses and 
reimbursed expenses in addition to this special tax saving 
provision for outside salesmen. He should check all four 
items. 


3. ITEMIZE LOCAL TRANSPORTATION 
EXPENSES 

An office supply salesman is permitted to deduct from 
his adjusted gross income all actual transportation expenses 
he has while not away from home. This deduction must 
be in connection with his sales job and must not cover bis 
commuting to and from work. 

For instance, an ofhce supply salesman reports to 
work at the store. In the course of his work he takes a cab 
to call on a customer. The cost of the cab and the tip are 
local travel items and can be deducted from adjusted gross 
income. 

Listed expenses can include “‘local bus, taxi, streetcar, 
etc. fares.” Tips to cab drivers also can be included in 
this amount in your income tax return. 


4, CALCULATE AUTOMOBILE EXPENSES 

One complete side of Form 2106 is devoted to the 
items necessary to calculate the automobile expenses for 
salesmen. This list of possible deductions is fairly com- 
plete for all automobile expenses. It includes gas, oil, 
lubrication, washing, repairs, tires, supplies, garage, park- 
ing, insurance and depreciation. 

Provision is made to calculate the percentage of car 
use that is applicable to business and pleasure based on 
total mileage and business mileage. This percentage is 
applied to all itemized expenses and to the depreciation 
for the amount that is a deduction from adjusted gross 
income. 

Parking meter fees and bridge or highway tolls that 
are a definite business expense should be charged to the 
local travel or travel away-from-home sections of Form 
2106. This gives a salesman a full deduction for these 
types of business connected expenses instead of a percen- 
tage when included in the automobile expenses. 


5. INCLUDE TRAVEL EXPENSES WHILE AWAY 
FROM HOME 

According to the definition on Form 2106, “Home is 
your place of business, post of duty, or station. These 
expenses include cost of meals, tips and lodgings incurred 
while away from home overnight.” 

Items to be sure you include in this section include all 
transportation fares (railroad, airplane, boat, bus, taxi, 
etc.), hotel expenses, meals, tips, baggage expenses (check- 
ing, porter, excess weight, etc.), telephone, telegraph, post- 
age and stenographic expense while away from home. 

There is one debatable point that may have a bearing 
on your total deduction. Form 2106 says: ‘. . . incurred 
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while away from home overnight.” This is contrary to the 


tax court rulings which say in effect that there is no conno- 
tation that the trip must be overnight. 


6. DETERMINE REIMBURSED EXPENSES 

Salesmen are entitled to deduct a// reimbursed busi- 
ness expenses including entertaining customers, paying 
commissions to other salesmen, etc. However, you must 
include all of the reimbursement received from your em- 
ployer in your gross income. This acts as a wash for the 
reimbursement and the expenses. 

On the other hand, if you have more necessary busi- 
ness expenses than those for which you were reimbursed, 
you may be able to take a deduction. These items (or the 
amount over and above the reimbursement) can be 
claimed if you elect not to use the standard deduction and 
to itemize all your expenses. 


7. SPECIAL DEDUCTIONS FOR OUTSIDE 
SALESMEN 

“In addition to travel and transportation expenses, 
an outside salesman can deduct other ordinary and neces- 
sary business expenses.’ This is the quotation of the re- 
quirements listed on Form 2106. This is a special break 
for outside office supply salesmen because all of these ex- 
penses can be deducted here .. . and .. . you can still 
take the standard deduction on your income tax return for 
extra tax savings. 

An outside salesman can take advantage of all of the 
foregoing expenses listed in this article. In addition, he 
can make deductions for several other expense classifica- 
tions—entertainment, office expense and split commissions. 

Entertainment expenses include everything involved 
in entertaining customers. Meals, drinks, checking, tips 
and tickets, are all legitimate entertainment expenses. 

Office expense is one area many salesmen frequently 
fail to take full advantage of in calculating their income 
tax deductions. A salesman who uses one room of his 
home for his office is entitled to make a deduction for 
this portion of his rent, lights, heat, water and maintenance. 
For instance, in a six-room house with one room devoted 
to the salesman’s office, one-sixth of all listed household 
expenses can be considered an office expense. 

Telephone and telegraph expense directly connected 
with a salesman’s activities should be charged to his ex- 
penses. Postage may not seem like a major expense item, 
but 15c a day adds up to $45 deduction from adjusted 
gross income for a year. 

Office equipment (files, desk, typewriter, adding ma- 
chine, etc.) can be depreciated for further business ex- 
pense deductions for an outside salesman. A fair valuation 
of this quipment and an annual charge-off for depreciation 
will bring about several more often overlooked income 
tax savings for outside salesmen. 

Word of Warning: One question required for the 
completion of Form 2106 is: “Are records kept of all ex- 
penses claimed?” If you answer “no” you must explain 
how these expenses were determined. Your best bet would 
be to keep records of all of your expenses during the 
year . . . it will mean more money in your pocket through 
lower income taxes. 
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Part of the post-sale service program practiced 
by Poetzman is the reliable scheduling of calls. 
He accomplishes this with a thorough card file. 
Poetzman is depicted here checking his card 


system. 
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Key to Selling Success 


Top-notch Washington, D. C. stationry salesman at- 


tributes success to carefully planned, always avail- 


able service. Research key to reliable customer service 


ryyop-notch salesmen come in many 
I sizes and shapes. They use many 
approaches . . . many techniques. But, 
in the opinion of one of the stationery 
and office equipment field’s most suc- 
cessful salesmen, the biggest single 
factor in any selling success is service 
.. . carefully-planned, always-available 
courteous service. 

Robert A. Poetzman, a 17-year vet- 
eran of the stationery and office equip- 
ment field and the leading salesman of 
the Andrews Office Supply and Equip- 
ment Company, Washington, D. C., 
believes firmly in this doctrine of sell- 
ing and practices it enthusiastically in 
his Washington area territory. 

“Through reliable service, both be- 
fore and after sales, you build volume 
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on the ‘long pull’, and this is the vol- 
ume that is lasting,’’ says Poetzman, 
whose soft-spoken, patient personality 
bespeaks one who desires to be help- 
ful. 

“This is the volume that makes the 
successful salesman,’ he continues. 
“The hey-day of the ‘hard push’ sales- 
man is gone.” 


Pre-Sale, Post Sale Service 

In discussing his doctrine of service, 
Poetzman speaks of before-sale and 
after-sale requirements. The pre-sale 
services build new accounts, while the 
post-sale services both turn these ac- 
counts into ‘long pull” customers and 
fashion additional ones. 

The use of samples and office lay- 








Pre-sale service includes office layouts 
and many other activities. Here Poetz- 
man is shown at the Andrews Office 
Supply and Equipment Company’s mag- 
netic planning board where office lay- 
outs are worked out before blueprints 
are drafted. 


outs as implements of pre-sale service 
are well accepted throughout the in- 
dustry, but alone they are not enough 
to provide a complete and effective 
buying assistance to the customer. The 
specific desires of the costumer, which 
are not always obvious even to him, 
should be ascertained by the salesman. 
Suggestions should be made. Informa- 
tion concerning the intended use of 
the items being discussed and the 
placement should be solicited. Re- 
search efforts should be volunteered. 
These things should all be done, ac- 
cording to Poetzman. They make up, 
he feels, the good pre-sale service 
effort. 

“Every question of a prospective 
customer should be answered and 
every problem solved before the sale 
regardless of how much work and 
time it takes, and how many times you 
have to return to his place of busi- 
ness," Poetzman emphasizes. 

An example of the type of pre-sale 
service Poetzman expounds can be 
found in the case of the large retail 
chain that had an unusual stapling job 
to do. Its management called for help. 
It was necessary for the stationery and 
office equipment salesman to work for 
many weeks with the prospective cus- 
tomer to find a solution. The custo- 
mer’s requirements had to be slightly 
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altered, various products tried and 
authorities contacted; but, through 
this energetic service a solution was 
found, a sale made and a lasting cus- 
tomer established. 


Continuous Research 

Knowledge of the product and the 
uses it can be put to are, of course, 
of extreme importance in this ques- 
tion-answering, problem-solving serv- 
ice step. Although searching out an- 
swers and uncovering solutions to 
problems provides an excellent service, 
it consumes valuable time. Having the 
solutions readily available has tremen- 
dous advantages. Continuous research 
to improve product knowledge is, 
therefore, part of Poetzman’s sales- 
through-service formula. 

‘I guess nobody ever learns all the 
answers,” say the tall personable sales- 
man. ‘And that makes constant re- 
search essential to improve your 
knowledge, as well as to locate cur- 
rently needed information.” 

Research, in fact, seems to be the 
very basis of Poetzman’s service doc- 
trine. 

His research starts with a battery 
of reference files maintained by the 
Andrews company, whose salesmen 


are especially proud of the thorough- 





ness of information. If a customer 
needs information or poses a problem 
that the well-versed salesman can’t 
answer, he goes to the file. Or in the 
course of general research he reviews 
the file. Indexed both by manufacturer 
and commodity, the file reveals all 
available information about products 
and their uses. 

lf the answer isn’t there, then come 
questions directed to other salesmen. 
(Part of the research program.) Poetz- 
man points out that no matter how 
short of time a colleague has been 
working at the job, he may be able to 
assist. A fledgling salesman’s first 
call might have developed information 
which produces the solution to a cur- 
rent problem. 

If the question is still unanswered, 
correspondence goes off to the manu- 


facturer. 


Experimentation by Salesman 

Then there is experimentation as 
part of research. Poetzman takes a 
lengthy “crack” at every new product, 
operating or exploring it to determine 
how it functions and to what addition- 
al uses it can be put. 

“You never stop learning in this 

















For Valentine’s Day. 
throughout the country soon will take on their 
customary February dress. Displays will take pro- 


Dealers’ 














































windows 


gifts. 


business,” he relates. “There are just 


motional advantage of Valentine’s Day, 
Washington’s Birthday and Boy Scout Week. The Valentine 
theme, however, seems the most popular. Last year two windows 
at opposite ends of the nation were among those which captured 
the hearts-and-flowers spirit. Pictured here are displays from 
Skagseth Stationery Company, Miami, Fla. (left) and Schwa- 
bacher-Frey, Los Angeles, Calif. One features cards; the other 
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too many items and _ too 
changes.” 

All of this deals with pre-sale serv- 
ice and, primarily, the developing of 
new customers. The after-sales con- 
sideration of customers is of equal—if 
not greater—importance. It molds th 
customer into the “long pull’ buye 
by developing his respect for the sales- 
man and makes other new customers 
by the word-of-mouth recommenda- 
tions it fosters. 

There are two principal elements 
in this service, according to Poetzman. 
Cne is effective scheduling of calls, 
and the second is a patient customer-is- 
right approach. In regard to the latter, 
Poetzman shows his undivided interest 
in the “long pull’. He feels that no 
sale is good unless the customer is 
happy with it. So, whether he feels 
the customer is right or wrong in a 
question or complaint he returns to 
make adjustments time and again until 
satisfaction is realized. 

The 42-year-old salesman, who re- 
sides in Silver Spring, Md., employs 
a card system to assure good schedul- 
ing of calls. Besides impressing his 
customers with his reliability and 


many 


(Continued on page 65) 


























Lincoln’s Birthday, 
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First prize, stationery: Southern States Printing Company, Griffin, Ga. The 


designer was Mrs. Hester Handley. 


Cash prizes go to 20 retail stores 
in five divisions of the Paper 
Stationery and Tablet Manu- 

facturers Association’s annual 
contest. Stationery store 


winner is Georgia dealer 


National Letter Writing Week Awards 


| prend retail stores in five different 
divisions were awarded cash 
prizes with the announcement of the 


winners of the 18th annual window 
display competition which was held 
in conjunction with National Letter 





Special award: The Griswold Store, Warren, Ohio. Charles Fowler was the 
designer. 
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Writing Week, October 2-8. 

The cash awards totaled $1,000 in 
the contest which is sponsored by the 
Paper Stationery and Tablet Manu- 
facturers Association. 

A special cash prize, which was es- 
tablished three years ago to personally 
reward the designer of the window 
best reflecting artistry and skill of dis- 
play, was also presented. It went to 
Charles Fowler, display director of the 
Griswold Company, Warren, Ohio. 
Mr. Fowler's window placed second 
in the department store division. 

Judges for the competition were 
Irving C. Eldridge, former display 
adviser for the National Retail Dry 
Goods Association and now a New 
York display consultant; Fred Reed, 
a veteran art director and sales promo- 
tion consultant, and Charles B. Tan- 
ner, business manager of The Depart- 
ment Store Economist. 

The judges studied photographs of 
the windows entered in the contest, 
which is among the oldest and most 
respected in the industry, and awarded 
three prizes in each of five divisions 
which were set up to prevent low- 
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idget stores from having to compete 
vith those possessing more advanced 
display facilities. 

Following is the list of winners and 
the names of the designers responsible 
for each display: 

Department Stores 
Group A—First, Strowss-Hirshberg 
Company, Youngstown, Ohio, Earle 
WW. Pratt; second, The Griswold Store, 
Warren, Ohio, Charles Fowler, and 
third, Innes, Wichita, Kan., J. B. 
Hammond. 
Stationery Stores 
Group B—First, Southern States 
Printing Company, Grifhn, Ga., Mrs. 
Hester Handley; second, Schwabacher- 
Frey Company, San Francisco, Calif., 
John H. Potasz, and third, The R. P. 
Lewis Company, Flint, Mich., Stanley 
J. Hughson. 
Variety Chains 
Group C—First, J. ]. Newberry Com- 
pany, Los Angeles, Calif., Miss Ida 
Diener Zizda; second, F. W. Wool- 
worth Company, Greenville, S. C., 
Miss Ellen Vaughn, and third, F. W. 
Woolworth Company, Houston, Tex., 
E. J. Watkins. 
Drug Stores 
Group D—First, McCool Drug 
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Store, Joplin, Mo., Raymond Bouser; 
second, Bruno Drug Company, West 
Columbia, Tex., Don Berry, and 





Second prize, stationery: Schwabacher-Frey Company, Sen 
Francisco, Calif. Designer of this window display was John H. 
Potasz. 
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Honorable mention: W. H. Kistler Stationery Company, Denver, Colo. Robert 


Cormack designed the display. 


third, J. Leon Rosse, Fayette, Mo., 
William K. Street. 

Gift Shops and Book Stores 
Group E—First, Smith's Book and 
Stationery, Vallejo, Calif.; second 
Kankakee Book Store, Kankakee, IIl., 
Mrs. W. J. Sloman and Don Des- 


Lauries, and third, Tavo’s Gifts, Can- 


oga Park, Calif., R. H. Wertz. 


Honorable Mention 

F.W. Woolworth Company, Kansas 
City, Mo., A. C. Henning; W. H. 
Kistler Stationery Company, Denver, 
Colo., Robert Cormack; House of 
Monogram, Tulsa, Okla.; ZCMI, Salt 
Lake City, Utah, Ronald Nelson and 
Walker Brothers, Inc., Wichita, Kan., 
Fred Wassall. 


























Third prize, stationery: The R. P. Lewis Company, Flint, Mich., 
with Stanley J. Hughson, Designer. 





YEO and LUKENS 
Remodels 


Oo” of the many stationery and 
office supply stores which have 
recently yielded to the combined mod- 
ernization - self - service merchandising 
trend is the Yeo and Lukens Company 
of Philadelphia, Pa. 

And officials of the long-established 
Quaker City concern are heralding 
the changeover as a most profitable 
move. 

“During our first month of opera- 
tion our cash sales increased by 20 
percent and our charge business by 
40 percent,” said Vice President 
Charles W. Lukens, during a recent 
interview. “We are also operating,” 
he continued, ‘with one less employee 
and find that our existing sales help 
can attend to many duties that they 
otherwise had to forego. And, our 


new store arrangement simplifies re- 
stocking and store display at the 
same time.” 

Yeo and Lukens is one of the oldest 
stationery firms in the Quaker City, 
being organized 85 years ago. Presi- 
dent Richard B. Yeo is popularly re- 
ferred to as the dean of Philadelphia 
stationers. The history of the organ- 
ization is a story of change and im- 
provement to keep current with mod- 
ern merchandising trends. The latest 
change-over was the culmination of 
many months spent pondering the 
question. 

“Before we decided upon self-serv- 
ice we discussed it with many custo- 
mers and other retailers, and visited 
self-service operations in different parts 
of the country,” explains Lukens. 


























Philadelphia stationer finds 


self-service merchandising profitable move. 


Volume increased vastly in 


first month. Personnel saving 


and other advantages realized 


The change-over was made even 
more effective when Yeo and Lukens 
was able to obtain additional space 
for the store, which is located in the 
heavy-trafhc area of Philadelphia’s 
midtown shopping district. The en- 
larged, modernized store has fluores- 
cent lighting and is completely air 
conditioned for shopping comfort. 

In changing over to self-service 
our store took on a different appear- 
ance,” Lukens reveals, and he refers 
not only to the remodeling. ‘Large 
store stocks were previously the im- 
portant thing, overshadowing the im- 
portance of display. In self-service, 
however, variety of stock rather than 
depth is the important feature, and 
effective display is possible and vital. 
Now the customer sees more and buys 
more.” 


Increases Prepackaging 

The prepackaging of many items has 
simplified display needs, increased the 
size of the actual purchases and eased 
stock replacement. Examples of pre- 
packaged items are tags, legal blanks, 
looseleaf filler paper and ledger 
sheets. The smaller items have been 
sealed in glassine bags, identified and 
price marked. 

“Self-service stimulates the purchase 
of an entire package,” says Lukens, 





Pegboards attached to display window walls have “opened” 
the store's interior to traffic and invite the prospective cus- 
tomer into a new self-service operation. 
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“where personal service would only 
sell a few. Of course if a customer 
wants less than a package quantity, 
our clerks provide him with the 
amount desired. 

The entire store has been depart- 
mentalized into six-foot display areas 
This provides each department with 
ample display space. As variety is the 
keynote rather than depth, clerks are 
continually 
merchandise is 


refilling the shelves as 
withdrawn. Wall 
shelving permits the expansion or 
contraction of each department as thc 
movement of merchandise dictates, 
and its flexibility permits simple rais- 
ing or lowering so that the needed 
height of each shelf is obtainable 
Pegboard is used throughout to facil- 
itate this requirement. 

The store has made wide use of 
wing display panels for showing forms 
and similar items. Exemplifying the 
store's use of these aluminum picture- 
type frames is the method of mer- 
chandising legal forms. The forms 
are uiiied in a cabinet containing 
dozens of shallow, 18-inch numbered 
drawers. Directly above the cabinet 
several wing display panels show 


samples of all the forms, which are 
numbered to correspond with the 


drawers containing the specific item. 






The same type of arrangement has 


Waste baskets, portfolios and expansion folders are among 
other items displayed on pegboards which allow variety and 
easy stocking. A store clerk is shown replacing stock. 
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been used for visible record sheets, 
ledger sheets and other closely associat 
ed forms. 

“To simplify the selection of col- 
umnar sheets we have made photo 
stats of them about four times en 
larged and placed them in the wing 
panels over the actual stock area,”’ ex- 
plains Lukens. ‘Enlarged sheets help 
customers to make quick selections 
which would otherwise be difficult be- 
cause of the many 
available. These photostats are num- 
bered and stocked in the same manner 


variations of forms 


as the legal forms.” 


Traffic Builder 

The pen bar is located next to the 
check-out counter where it promotes 
store traftic and where the cashier can 
“keep an eye’ on it. From past ex- 
perience pen sales are strongest at 
Christmas, but even before then the 
open display stimulated general buy- 
ing interest and brought about a sub- 
stantial increase in pen sales during 
the opening period. 

Such items as wastepaper baskets, 
portfolios and stretch folders are neat- 
ly displayed on a pegboard 
Small metal brackets hold one of each 
of the items stocked. Customers point 
out the particular item and the clerk 
obtains it from stock. 


section 








Reserve stock is maintained in a 
narrow stock area directly behind one 
of the walls in the retail store. This 
makes it easy and simple for clerks 
to obtain shelf replacements or to get 
a special item for a customer. 

This effective pegboard approach 
is used throughout the store for it is 
a great display space saver. 

“Pegboard makes it easy for us to 
make displays, and the narrow stands 
situated down the center in the store 
help to form a double aisle for traffic,” 
Lukens points out. “Customers walk 
up one aisle and down the other 
picking up merchandise as they go 
From time to time, cf course, we 
change the merchandise on the stands 
as Our requirements dictate.” 

Pegboards are also used in the dis- 
play window, allowing easy changing 
of displays and therefore adding var- 
iety. The entire height of the display 
window walls can be taken advantage 
of with these boards. 

“With merchandise displayed 
against the display window walls, traf- 
fic can look right into the store and 
see Our new set-up,” reports Lukens. 
“Then, too, self-service is a great traf- 
fic draw itself. As a result we are 
enjoying greater traffic turn-over and 
this naturally means greater sales 
volume.” 





The wide use of wing display panels is made in the store. 
Here Charles Lukens, vice-president, shows how legal forms 
are stocked and displayed. The display is contained in the 
wing panels directly above the stock cabinet. 
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The initial results of the Cloke and Son remodeling, shown in 
this general view of the store’s street floor, have been very 
gratifying. The store is completely departmentalized. 





store. 


Carefully coordinated with drapes and other decor office 
equipment is effectively displayed in the new Cloke and Son 





Appearance, Operation Modernized 


Lhe Sing 
TO 
SELE SELECTION 


Presented here are photos of a 
recently opened new store and a 


newly remodeled one 


The unusual lighting arrangement adds to the over-all attrac- 
tiveness of the Cotterel shopping center store in Lemoyne, Pa. 


swing to self-selection 


/ ie mer- 
chandising in the stationery and 
office equipment field continues to ac- 
celerate throughout the industry. Store 
after store has modernized its ap- 
pearance and its mode of operation. 
Many more remodelings are promised 
for 1956 
Two of the stores to 


adopt self-service operation are the 


most recent 
new Cotterel Stationery Store in the 
Lemoyne (Pa.) Shopping Center and 
Cloke and Son, Limited of Hamilton, 
Ontario 

The Cotterel store is entirely new 


and is “100 percent self-service.’’ The 


company management considers the 


new store, its first in a shopping cen- 
others to 


ter, as a pilot unit for 


come. All other Cotterel stores are 


n 
downtown areas 
The Cloke and Son swing to self- 


selection come after a complete re- 


modeling. The store is one of the 
first self-service establishments in 
Canada. So complete was the re- 
modeling it necessitated a tremendous 
amount of building alteration. Yet, 
business continued through it all and, 
oddly enough, sales increased 
Pictured ‘on this page are views of 


the two new self-service stores. 





Typewriters and office mochines are thoroughly and neatly 
displayed in the equipment section of the new Cotter 


el store 


Typewriter rental and repair feature the display. 
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TO MANAGEMENT: 


READY 
FOR 
I956? 


By Dr. C L. “Chuck Lapp 
Consulting Editor 
MODERN STATIONER 


he time is here — now to be 

getting ready for 1956. 

Next year could well be a crucial 
year for your business. So, don’t delay 
in diagnosing some of the possibl 
problems or situations that may con- 
front you. Plan now to avoid mistakes 
that could reduce your company’s ef- 
ficiency and net profits. 

The following list of suggestions 
are Offered as a basis for what should 
be done in getting set for the ensuing 
year. 

Now is the time to: 

1. Set up definite objectives you 
want to accomplish, with definite dates 
for when each goal should be met 

2. Forecast sales for the next year, 
and set up a budget and net profit 
objective. 

3. Integrate advertising with per- 
sonal selling. 

4. Listen to ideas and suggestions 
that your salesmen and customers may 
have for improvement. 

5. Prepare a written job discription 
for each employee. 

6. Make plans well in advance to 
replace key men who may retire. 

7. Find out what lines or products 
may be losing you money. 

8. Look for items in inventory that 
demand has fallen off and must be 
moved to have money available for 
items in greater demand. 

9. Survey sources of supply for 
possible better sources and how high- 
potential products. 

10. Outline a definite program for 
continued and advanced training for 
present employees. 

11. Establish a library made up of 
books and trade publications that may 
help personnel self-improvement 

12. Review the existing compensa 
tion plan for salesmen to make sure 


it is really most satisfactory both to 
inside and outside salesmen. 

13. Prepare a breakeven chart so 
that there will be an immediate indi 
cation if your business is headed fot 
trouble. 

14. Establish a customer advisory 
board or at least find out what your 
buyers want and don’t want. 

15. Invite buyers to visit your es- 
tablishment, possibly 
date and holding ar? open house. 


designating a 
16. Investigate ‘abor-saving office 
and warehousing equipment that could 
reduce overhead. 

17. Analyze outlets to make sure all 
accounts are paying off or have at least 
a potential pay-off. 

18. Systemize the passing on of 
trade literature which will be helpful 
to appropriate personnel. 

19. Cooperate in trade association 
activities which will be helpful to the 
industry. 

20. Review report system and con 
trol records to be sure all needed 
information is obtained. 

21. Find out if there is need for 
territory or account realignment. 

22. Coordinate eftorts of manufac 
turers’ salesmen with that of the sales 
rorce. 

If these points have stimulated a 
positive reaction, then act now to be 
ready for 1956. 

Each of these considerations is—to 
some small extent at least—a means 
of creating greater efficiency in your 
operation. And, with profits continu 
ing to show no improvement in the 
stationery field, every means of increas 
ing efficiency should be seriously in- 
vestigated. 

You can make 1956 a better year, 
but you must start doing something 
about it now 


The time is now to take positive action to make this 


new year a successful one for your business. Con- 


sider these suggestions. 
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of creating greater efficiency in your operation 


Each represents a means 
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“Now we've got an inventory control system . . .,”’ 


says this Georgia dealer in reviewing revised 


methods forced by the growth of his business. 


Bi-monthly physical counts feature program 





Pictured here is Mr. J. Lester Longino, general 
Manager, vice-president and treasurer of Miller's. 
Shown looking over one of the looseleaf books 
that are used in the company’s inventory control, 
Mr. Longino reports outstanding manpower savings 
brought about by the system. 


The size of Miller's operation is fairly well shown 
in this photo of a recently expanded and 
remodeled section of the company’s Buckhead 
store. One entire wall is used for greeting cards. 
The wallpaper has an “Old South” design. 





om) aici aes, The vast number of items covered by Miller's 
new inventory contro! system is well illustrated by 
this photo of the Buckhead store's self-service 
art section. All of the many items are open to the 
customer and must be continually restocked. 





MODERN STATIONER, JANUARY, 1956 


“T 


maint: 
three 
ger ti 
J. Le 
inven! 
recent 
ing ) 
Comp 
Th 
as a 
leadit 
Atlan 
estab] 
wealt 
and | 
head 
expat 
beins 
The 
new 
A 
was 
and 
mult 
pler 
the | 
sive 
of t 
was 
spac 
resu 
all 
com 
pro 
the 


Ful 

1 
ger 
treé 
the 
Th 
sto 
the 
rea 
wi 





eneral 
iller’s. 


»ntrol, 
nvings 


iller’s 
ed by 


fo the 

















cero keep that telephone from 
driving us crazy we've got to 
maintain stock on the shelves of our 
three stores and have data at the fin- 
ger tips of all who need it,” states 
J. Lester Longino in explaining the 
inventory control problem faced—and 
recently solved—by the rapidly grow- 
ing Miller's Book and Office Supply 
Company of Atlanta, Ga. 
This 63-year old firm, which started 
as a book store, is now one of the 


leading office supply houses in 
Atlanta. In recent years Miller's 
established branch stores in the 
wealthy Buckhead shopping center 


and in suburban Decatur. The Buck- 
head store has just been considerably 
expanded, and the Decatur outlet is 
being enlarged as this is published. 
The main store is soon to move into a 
new site on Peachtree Street. 

A simple stock control method that 
was satisfactory in the original store 
and warehouse broke down in the 
multiple operation. Constant sup- 
plementary ordering to keep stock in 
the branch stores, which are at expen- 
sive locations, was necessary. Because 
of the high cost in these locations, it 
was necessary to hold down the storage 
space alloted to back-up stock. The 
resultant “pick-up” ordering forced 
all units into an incessant round of 
communications that was out of all 
proportion to the quality and value of 
the merchandise involved. 


Full-Time Inventory Man 

To solve this, Mr. Longino, who is 
general manager, vice-president and 
treasurer of Miller's, assigned one man 
the full time job of inventory control. 
Then over a period of months the 
stock control system which now keeps 
the store shelves stocked, the telephone 
reasonably quiet, and labor costs well 
within bounds was evolved. All 
merchandise except books is now 
under this control set-up, which is 
backed by a bi-monthly stock count. 

Miller’s inventory control is con- 
ducted by use of six loose-leaf forms 
in various combinations. An important 
feature is that any given item of 
merchandise is always on the same line 
on each of the forms. Under ring 
book sheets, for instance, ““S208-1”" is 
always on Line 8, and “S212-2” is 
found consistently on Line 17. When- 
ever items are added or deleted all the 
forms are changed. 
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As a result, when transferring in- 
formation from one form to another, 
there is no need to refer to the de 
scription or code number of the item 
One person merely calls out the quan 
tities in columnar order (not for- 
getting to mention blank spaces), and 
the other jots them down the page. 
Unless the final figure doesn’t land 
squarely on the last line, one can be 
reasonably certain the information is 
correctly recorded. 


The Price Book 

A starting place for studying these 
records is the price book used in the 
three stores. Loose-leaf sheets are hec- 
tographed with columns for stock 
number, manufacturer's code, descrip- 
tion and dimensions of merchandise, 
and the unit and quality prices. As on 
most of the forms the lines are num- 
bered at each end for easier align- 
ment. Each page is marked at the top 
with the date on which it was last 
revised. 

The form is punched on the left for 
the price book. For the stock record 
book these same pages are punched on 
the right, and each such page is faced 
by another hectographed sheet. This 
latter form shows the units used for 
calculation (package, box, gross, 
dozen, etc.) and the unit costs based 
on prices for average quantities 
purchased at one time. Additional 
blank columns are for ‘‘reserve quan- 
tity’ or warehoused goods, “stock 
quantity’’ on store shelves, ‘‘total quan- 
tity’’, and the “‘extension’’ for the total 
cost of the merchandise. 

These two forms are used for the 
annual inventory. For the bi-monthly 
stock counts the first form is faced by 
still another form. The latter has 
columns for each month so that by 
entering the count in the proper month 
the interval between counts is more 
vividly pictured. This also makes the 
printed form useful despite changes 
in the frequency of stock counts. 
Originally Miller's made these stock 
counts on a quarterly basis. However, 
this resulted in “pick-up” orders still 
having to be made between regular 
quarterly orders. Starting in 1955, 
the stock counts and regular orders 
were made every other month with 
the results that “pick-up” orders have 
now been virtually eliminated. 

The inventory control man devotes 
full time to making stock counts and 


to compiling the information. When 
he makes the actual counts, one of the 
warehouse stock boys assists him. This 
assignment is rotated among the boys 
so that each gets a chance to increase 
his familiarity with the firm’s entire 
stock. 


Mark Price Changes 

A count in the main store or in 
either branch usually takes four or 
five days. Besides taking a physical 
count, the team also makes price 
changes which have occurred since the 
previous count. It is the team’s 
responsibility to see that all such 
changes are marked on the individual 
items or packages. These markings in- 
clude both unit and quantity prices, 
since Miller's sales personnel are 
trained to always quote both prices 

When a count is complete in the 
three stores and warehouse, the in 
ventory control man assembles the in- 
formation in order record books. Most 
of these are grouped by suppliers. An 
entire book is assigned to each of 
the larger supply houses. Other firms 
are grouped according to classifi- 
cations. 

These books contain two forms 
One contains data concerning each 
item, including stock number, manu- 
facturer’s code, description and 
dimensions, unit and quantity prices, 
standard package sizes, units for order- 
ing, manufacturers’ list prices for 
quantity shipments, and a final column 
of page numbers from the price and 
stock record books for cross reference. 

The quantity prices are included to 
show whether ordering extra units 
over immediate needs will earn a 
slightly greater discount. 

The second form in this book is a 
narrow sheet showing normal in- 
ventory at the warehouse and at all 
three stores. Stock replacements are 
normally made to the stores from the 
warehouse, the latter receiving the 
recently ordered merchandise. Gaps in 
the warehouse listings on this form in 
dicate those small packaged items 
like clips and pen points which go 
direct to the stores, and generally right 
onto the display shelves. 


Figures Serve As Guides 
These normal inventory figures are 
not inflexible. They merely serve as a 
guide to inventory position. The actual 
(Continued on page 62) 
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Rochester Club 
Elects Officers 

William Siebold, vice president and 
treasurer of Heinrich-Seibold Station- 
ery Company, is the new president of 
the Stationers Club of Rochester, N. Y. 

Other officers elected are: Vice 
president, William Fisher, vice presi- 
dent of Macke-Williamson Stationery 
Company; treasurer, Frank Burns, 
sales manager of Yawman & Erbe 
Manufacturing Company, Rochester 
branch; and secretary, Marrietta Lech- 
leiter, secretary of Zummerli Business 
Furniture Corporation. 


Sheaffer Sponsors 
Literary Contest 

For the second straight year the 
Sheaffer Pen Company will sponsor 
the national Scholastic Writing 
Awards contest, the nation’s largest 
literary competition among high 
school students, it was announced by 
Walter A. Sheaffer II. 

The contest is designed to encourage 
better writing by high school students. 
A total of 60 cash awards totaling 
$2,000 are given for outstanding short 
stories, essays, short-short stories, ex- 
pository articles, dramatic script and 
poetry. 


Steel Age Appoints 
Sales Representative 
co The appoint- 
ment of Lawrence 
E. Johnson to the 
company’s Chi- 
cago sales staff 
has been an- 
nounced by the 
Corry - James- 
town Manufac- 
turing Corpora- 
tion, makers of 
Steel Age office furniture. 

Johnson will serve dealers in North 
Dakota, South Dakota, Minnesota, and 
parts of Iowa and Wisconsin. His 
office is located in Hopkins, a suburb 
of Minneapolis. 






Johnson 
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4 ‘ 
4 The C. Howard Hunt Pen Company, Camden, N. J., announced the establish- % 
4 ment of a college aid plan for all of its employees under which the firm will pro- % 
» vide financial assistance to the children or wards of its employees. 4 
GEORGE E. BarTOL, III, executive vice president, stated that it is also the ine @ 

tent of the plan to allocate awards to outstanding candidates, though limited in % 
number, rather than assist a large number of persons who may not be well qualified & 

in all respects. Another purpose of the plan is to undertake expenses of a broad @ 
nature to enable applicants to attend if possible, the college or university of their 4 
choice. * * * 6 

A proposed merger of the Sterling Precision Instrument Corporation, Buffalo, & 
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and Yawman & Erbe Manufacturing Company, Rochester, was announced. 

If the two firms merge, the consolidated corporation will be called the 
Sterling Precision Corporation. Under terms of the merger, each share of Yawman 
& Erbe preferred stock would be exchanged for two and one-half shares of 
series A preferred stock of Sterling Precision. 

* 2 * 

About 240 employees of the Canadian Pad & Paper Company, Ltd. and its 
two subsidiaries, Eaton, Crane & Pike Company and Bouvier Envelopes, Ltd., 
attended their annual profit sharing banquet at the Royal York Hotel. 

The president, Roy C. HILL, announced that a 30,000 square foot addition 
to the plant at Caledonia Road and Bowie Avenue has begun. 

Ransier Studio Cards, 36 East Tenth Street, New York City, have informed 
customers in the West of the setting up of a new distribution center in Los 
Angeles, as a result of an agreement with Ches of California, Inc. 

x # * 


The Stationers Club of Buffalo has announced the election of the following 
officers for 1956: president, JAMES SUTHERLAND, Sutherland Stationery Com- 
pany, Kenmore, N. Y.; vice president, LAWRENCE PAUL, Lawrence P. Paul Com- 
pany, Buffalo; and secretary-treasurer, LEo M. TOWNSELL, Ryan & Williams, Inc., 
Buffalo. 

It also has been announced that the annual banquet of the association will 
be held February 7th at the Hotel Lafayette, Buffalo. 
* + + 

Hy-Sil Manufacturing Company, gift wrap firm, is celebrating its golden 
anniversity this year. 

Engraved gold watches were presented to BILL MALATZKy, general manager, 
for more than 35 years of service to the company and to MILTON RuBy, senior 
salesman, for 30 years with the firm. A contest for the most new accounts secured 
and the largest percentage of sales increase for 1956 also was announced. 

* > * 

Early in January 1916, the J. L. May Company, New York City, established 
its tag and label business in a small office in midtown New York. This year 
the firm is celebrating its 40th anniversary. Today the enterprise occupies more 
than 50,000 square feet of space and houses modern automatic machines for the 
production of tags and labels. 

* + * 

Directors of Uareo Inc., with headquarters in Chicago and a business station- 
ery plant in Cleveland, have elected G. L. BARKER president. He succeeds W. 
R. Barkers, new chairman. 

ArcHA O. KNOWLAND has been elected a vice president of the corporation. 

* * * 


RoBERT H. FIisHER has been appointed vice president in charge of distribution 
of the Fisher Pen Company, Forest Park, Ill. The firm manufactures universal 
ball-point pen refills. 

* * * 

The appointment of LioneL Domreis as manager of the Portland, Ore., 
factory sales branch of the Clary Corporation, was announced by J. W. Stallings. 

The firm also has appointed John Herbert Typewriter Company, 52 Willian: 
Street as franchise dealer in Newburgh, N. Y : 

* * 

The promotion of ROBERT J. STOFFREGEN to sales manager of the Charles 
R. Hadley Company, producers of accounting forms, systems and devices, was 
announced by Kenneth Logie, Los Angeles, assistant general sales manager. 

* x * 

C. PAuL MaiLLoux has been named sales manager of the Eberhard Faber 
Pencil Company, Brooklyn. He previously was assistant sales manager. 

The company has also announced that RALPH T. SouLBy is the new Eastern 
District sales manager in addition to his other duties. 
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brings you 
a great 
new 


dictating-transcribing machine at a price 
that makes sense—Only *169°°!" 





“2-<way” Stenorette 


Here’s the dictating-transcribing equipment, every office, 
every business, every professional man—large and small 
—needs! And at less than half the price of comparable 
equipment of other leading makes! Never before has there 
been a modern, low-cost machine that gives so much 
dictating and transcribing efficiency ... with such ease 
of operation. Now everyone can have the convenience 
and " aed of the dictating equipment they’ve always 
wanted. 


FINEST DICTATING-TRANSCRIBING MACHINE AT 
ANY PRICE! New “2-Way” STENORETTE is the 
finest machine of its kind ever built ... proven by over 
200,000 users all over the world. Its quality stands up! 
Its operating expense is practically nil. (For instance, 
re-use the same recording tape over and -over again 
indefinitely.) The magnetic tape reproduces sound with 
natural clarity. Here in a compact, portable dicta- 
ting-transcribing machine is real push-button efficiency. 
STENORETTE gives positive indexing, 30 minutes of 
recording, instantaneous playback, automatic error eraser 
and many more features! STENORETTE is backed by 
DeJUR’S 30 year reputation for precision electronic 
equipment of topmost quality! 


NEW SALES POLICY MAKES LOW PRICE POSSIBLE! 


STENORETTE is sold only through established franchised 
dealers. Buyers pay only for the machine and reliable 
retailer service. You don’t pay a cent for an expensive 
door-to-door sales setup. See STENORETTE—with the 
most modern dictating machine features available. 


*F.E.T. EXTRA Transcribing accessories at a small additional 
charge. 


TO DEALERS: Your area may still be open for the valuable 
DeJUR STENORETTE franchise . . . write, wire, or phone for 


full details. 
ell 


You're Always Sure Witn | i UF 
e UT 3) 


Long Island City, N. Y.; Chicago, Ill.; Beverly Hills, Calif. 
DeJUR Internationale, G.M.B.H., West Germany 
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: Business Equip t Division 
MAIL 1 beuUR-AMSCO CORPORATION 
THIS | 45-01 Northern Boulevard, 
t Long Isiand City 1, New York. 
COUPON ! 
Gentlemen: 
TODAY ; Please send me complete information on the 
i new DeJUR “2-Way” STENORETTE. 
FOR NAME TITLE — 
FULL | company 
DETAILS {|  AvdREss__ mi 
: city _ZONE STATE 
i 
' 








Deaths 

George J. Schroeder, vice presi- 
dent and director of the Western 
Tablet and Stationery Company, died 
October 29 in St. Joseph, Mo. He 
had been with the firm since 1915 
until his retirement in 1953. He 
was 71 years old. 

John A. Dodd, 59, president of 
the Davey Company of Jersey City, 
maker of binder boards for book 
manufacturers, died November 18 in 
Montclair, N. J. : 

Charles Gurley, 81, former vice 
president of the Western Tablet & 
Stationery Company, died Novem- 
ber 26 after a long illness. 

Albert V. Smith, 65, died Novem- 
ber 24 while playing golf at the Sea- 
view Country Club, Absecon, N. J. 
He was vice president of the Milton 
C. Johnson Company, stationer of 
New York. 

Victor H. Linden, 45, operator of 
the Linden Map Service, Milwaukee, 
died November 30. 


Thomas Grafton Duggan, 64, 
manager of the Los Angeles sales 
division of Columbia Ribbon and 
Carbon Pacific, Inc., died October 
23 after being in an accident near 
Phoenix, Arizona. He had been with 
the firm since 1920. 

Sherman R. Hawley, 78, sales rep- 
resentative for Sanford Ink Com- 
pany, died November 9 in Toledo. 
He had represented the company in 
Ohio, Pennsylvania, Michigan, New 
York and other areas. 

Edward N. Norcott, 50, general 
manager of the Capital Carbon and 
Ribbon Company, Ottawa, Ont., 
died November 29 while in Van- 
couver on business. 


Remarkable Record Of 
Office Furniture Sales 
The sale of what is believed to be 
the largest lot of office furniture ever 
sold by one dealer to one customer is 
the outstanding record of the George 
G. Fetter Company in Louisville. 
Early in 1955 the Fetter Company 
reached the $500,000 mark in_ its 


deliveries to the General Electric Ap- 
pliance Park plant just outside Louis- 
ville, and in doing so set the stage 
for some unexpected but valuable rec- 
ognition. 

General Electric selected Fetters’ 
because of its outstanding sales rec- 
ord, as subject for a series of institu- 
tional ads in the Louisville news- 
papers. 

Incidentally, the Fetter Company 
sales to General Electric have now 
passed the $600,000 mark. 


Peerless Steel 
Elects Officers 

At a recent stockholders meeting, 
Anton J. Kuhn was re-elected presi- 
dent of Peerless Steel Equipment Com- 
pany. 

Also elected were: Conrad Berg- 
mann, vice president; Francis E. Tim- 
lin, secretary-treasurer; A. H. Kap- 
penberger, assistant secretary; A. F. 
Rosenberger, vice president in charge 
of production; Joseph J. Galen, di- 
rector; and H. W. Crane, vice presi- 
dent in charge of sales. 
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‘ea cs Improve your profits 


a THE FLOWER WEDDING LINE 


and service with these 
Regency Features: 
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STILL 
ONLY 
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COLORFUL, 
HANDSOME 


GIFT 


4-color 








BIGGER, 
BETTER, 
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A big 50% discount 
Orders shipped postpaid 


cards hinged 
and indexec- 


Delivery in 1 to 2 days 





Larger re ae ern i 

Heliograving—the finest E. Gay laid " i n 
iene sort & swing: & om af A ree ory | | 
away easel. ' 


Send for your FREE catalogs today 






No. — 


REGENCY THERMOGRAPHERS, 28 West 23rd Street, New York 10, N. Y. M.S. — 
Please send me the FREE catalog(s) checked here: - 
Commercial Line Flower Wedding Line 125 in 2 doz. shpg. case, 25 Ibs. 














ee Title ASK YOUR JOBBER 
Address. " 
City oO Write for Catalog 





Company Nome. 
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A “Dilly” for a Dollar! 


No more “desk parking problems’ 
with DUNSTON’S new 


SPECS-N-PENCILS CADDIE 





in Florentine Design 


only $1 retail 


Wonderful new item protects writing uten- 
sils and eye glasses against “getting lost in the 
shuffle’’ of papers and folders on a man’s desk! 
Removable center divider, gold-stamped. 
“Specs” and ‘Pencils.”” Can be taken out by users 
who do not wear glasses. In red, green, brown 
and. maroon, gold-tooled with spaced fleur-de-lis 
design in the Florentine manner. A much- 
wanted and needed article—attractively priced 
for fast turnover at $1 retail. 


een $7.20 dealer cost 


Also Introducing 
the latest 


DESK LAZY SUSAN 





“Sweet Sue,’’ new version of Dunston’s famous revolv- 
ing desk organizer, has 4 compartments with hinged lids 
gold-stamped, “Clips,” “Stamps,” “Erasers’’ and “Rubber 
Bands” plus center section with removable divider gold- 
stamped “Specs” and ‘Pencils’. Gift boxed. In red, 
green, brown, maroon with fine gold tooling. 


Ree $3 each dealer cost 


Designed and Manufactured by 


DUNSTON LEATHERS, INC. 


NOTE NEW ADDRESS: 121 West 17th Street New York 11, N. Y. Algonquin 5-7557 
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From Office Boy 
To Top Executive 
—In Triplicate 

The advancement of office boy to 
top executive has become a pretty 
common American success story. But 
no where are they as blase about such 
climbs as they are at the Jersey City 
offices of the Joseph Dixon Crucible 
Com pany. 

They've seen it done there in trip- 
licate. 

Three of the company’s leading ex- 
ecutives — president, a vice-president 
and the general sales manager of one 
of the divisions — all started with the 
company sharpening pencils and run- 
ning errands. This executive trio boasts 
a total of 139 years service with the 
Dixon company a leader in the manu- 
facturing of lead pencils, crucibles, in- 
dustrial paints and powdered metals. 

Somewhat ironic is the fact that of 
the three, the company’s president, 
Frank G. Atkinson, has the scantiest 
service. He has been with Dixon only 


A new idea in bridge... 


Three former Dixon Crucible Company 
office boys who are now top executives 
in the company are pictured in front of 
a portrait of founder Joseph Dixon. They 
are, left to right: Frank G. Atkinson, 
president; Henry W. Armstrong, treasurer 
and vice-president, and Harry G. Ericson, 
general sales manager of the pencil div- 
ision. 


41 years. Henry W. Armstrong, vice- 
president and treasurer, has recorded 
52 years service, joining the company 
when he was only 14. 

Harry J. Ericson, who heads the 
company’s pencil sales division, can 
look back 46 years since he joined 
the company as an office boy. 


Armstrong pretty well speaks the 
feeling of the group when he says: 
“T haven't even started as yet to make 
my retirement plans.” He is 66 years 
old, 10 years senior to the company’s 
president. 

The careers of Atkinson and Ericson 
have further parallel in that they both 
married Dixon secretaries, and both 
took their jobs to tide them over the 
summer vacation period, going to 
work for $4.00 a week. 


Ben-Mont Announces 
Personnel Changes 

Three personnel changes have taken 
effect at Ben-Mont Papers, Inc., a sub- 
sidiary of the Dobeckmun Company. 

Joseph T. Jaret has been promoted 
to national field sales manager and 
will be located in the New York office. 
Robert G. Moore has been appointed 
field sales manager for the central 
states with an office in Chicago. 

Keith E. Comey, has been named 
to succeed Jaret as advertising and 
sales promotion manager and will be 
located in Bennington, Vermont. 


vid Bas, 


A great help for beginner and ad- 
vanced player. In front of each play- 
er is complete point and honor count 
bidding permanently printed on 
durable Ultron plastic. Robert Lee 
Johnson's latest book on both Cul- 
bertson and Goren systems of point 
count bidding is included. Fits both 
30 and 34-inch tables. Packed in 
sturdy gift tube. Retail, 4.95 


MINIMUM ORDER v4 
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Put this MASTERCRAFT ball pen SERVICE STATION to work for YOU 














The case, in cocoa brown and 
white, sells for $15. Comes 
with 36 assorted MASTER 
refills Free. 

Sold at 49c cach soon pays 
for cost of case and transpor- 
tation. 


CASE FREE with order for 
gross of MASTER REFILLS 
. . . packed 14 to the dozen. 










MASTERCRAFT Counter 


Refill Case holds all your standard brands — printed labels are supplied with the 
case and a complete assortment of MASTER refills. This MASTERCRAFT case 


will pay you more profit per inch of counter space than any item in your store. 









Get your refill business out from under the counter. Put this MASTERCRAFT case on top of your 
counter and watch the profit on refills EXCEED the ink business you lost when ball point pens were invented. 


Master Refills Are Unconditionally Guaranteed 


a eo o7ne piece break-off sleeve 
some, | 























—_— 
VOLO P LO LOLS IS Fs, raceme - icescks a a Te 
Master refills will fit almost any ball pen. Inspection window COLORS: 
(exclusive in Master refill) package permits exact replace- CO) blue 
ment without first breaking package. Saves time and waste. L) red 
Only Master refills have this unique one-piece sleeve notched [) black 
: fs [] green 
in the center to mark the proper break-off point. The sleeve  ceseeiia tend \ 
slips smoothly up and down the cartridge and holds so firmly Fine & Medium points 
at the break-off point that it’s practically impossible to break Dealer price $3.60 per doz. Packed 14 in Case 
at the wrong place, (2 free with each doz.) 


MASTERCRAFT PEN COMPANY 


MONTEREY, CALIFORNIA 


TO: MASTERCRAFT PEN COMPANY, MONTEREY, CALIFORNIA 





et | aS, | CR neces Please send me.............--.-- Mastercraft Cases @ $15.00, to include (free) 

36 refills. Resale value: $17.64, pays for case and transportation. 
Address........... ava Saree ee ee etd Please send................ Refills @ $3.60 per doz. 2 Refills FREE per dozen. 
RINE Masashi vtiniscaceieeesnnicnnneis TRANSPORTATION ON REFILLS PREPAID 











NEWS ... 
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Foundation Board Meets. Members 
of the board of controls N.S.O.E.A. 
Eighth District Foundation, met in Kan- 
sas City recently and posed for the pic- 
ture shown here. Pictured, left to right, 
are Clint Cooper, Esterbrook Pen Com- 


pany; Dave Neuhaus, Manufacturer's 
Representative; Fred Pfaff, Duke, Inc., 
Wichita, Kan.; Bill Cromwell, Eaton 
Paper Company; Ray A. Baldwin, Gallup 
Map and Stationery Company; John 
Brain, Brain Stationery Company, 
Omaha, Neb., chairman of the board; 
Vaughan Williams, Schooley Printing and 
Stationery Company, and Ray Kline, 
Security Stationery Company and gover- 
nor of the Eighth District. The N.S.O.E.A. 
Foundations administer ies donated 
by members for the use of destitute 
members and their families. Help is 
available to both dealers and Travelers. 





New Sales Director 
Named for Datamatic 
John E. Johnson of Boston has been 


appointed director of sales for the 
Datamatic Corporation. 

Datamatic, owned jointly by Min- 
neapolis-Honeywell Regulator Com- 
pany and Raytheon Manufacturing 
Company, is engaged in the develop- 
ment and production of 
electronic data 
for business and 


large-scale 
machines 
government use. 


proc essing 


New Plant Completed 

A new manufacturing plant has 
been opened by Ditto, Inc., manufac- 
turer of office duplicating machines 
and supplies. 

The new location is McCormick 
Road and Pratt Avenue, Chicago. A 
total of $4 million was spent for the 
construction of the new building. 


New England Travelers 
Honor Long-Time Dealers 

Two men who have completed 50 
years in the stationery industry were 
honored at a dinner at the Hotel Stat- 
ler recently by the New England 
Travelers Club. 

Harry L. Chandler, West Somer- 


ville and William J. Driscoll, West 
Roxbury, were the honored guests. The 
club is an association of manufacturers 
representatives calling on the station- 
ery trade 


American Pencil Elects 
New Vice-President 
Henry W. Bow- 
man, manager of 
the New York 
sales office for the 
American Lead 
Pencil Company, 
Hoboken, N. J. 
was elected vice- 
president of the 





firm, it was an- 
nounced by Rich- 
ard Lewisohn, Jr., president. 

Bowman, Lewisohn said, will con- 
tinue in his present duties. 


Bowman 


The new vice-president has been 
with American Pencil for 45 years, 
going to New York in 1931. He is a 
member of the Stationers 12:30 Club 
and a past president of the New York 
Stationers Square Club. 








a ee 
® vag 


Soft Cross Grain leather. 
Retails at $1.50. 





NEW YORK CITY 
POCKET GUIDE AND ADDRESS BOOK 


For visitors or residents, commuters or out-of-towners 


A wealth of vital and useful 
information about New York City and 9 
pages for their own addresses and 
telephone numbers. Smart blue 


paper. Real gold edges. 




































MODERN STATIONER, JANUARY, 1956 

















West 
s. The 
cturers 
tation- 








A New 
PROFIT 
BUILDING 
PLAN 


. | 
t 
} 
‘ 





faster. Yo 


in hand. 


u have 


©y mov, 
e 
the Profits 








In 1956 there will be more 
money in selling the leaders 
than ever before. More turn- 
Eberhard Faber 
your path to 
. with the 
g and 


over, too! 
will make 


profits easier . - 
biggest advertisin 


merchandising program 


ever! 


EBERWARD FABER 








IN EVERY PROFIT-BUILDING PLAN 


*\ dvertising 





makes the 


difference! 


IT ACTIVATES 
MORE SALES 


No need to tell you at this 

late date how hard-hitting mee 

advertising builds store traf- E 

fic for you. The great color . y 

ad at the right will reach if a 

and sell your customers. | ; NO: 
ACCELERATES % oh er re 

TURNOVER 

Just look at the wallop this 

advertising carries. You'll 

feel its impact on your store 

in more Eberhard Faber 


sales and profits. Turnover 
will really shift into high! 


ADDS TO PRODUCT 
RECOGNITION 


There’s nothing like “seeing 
it in print” to make people 
remember and react! This 
year Eberhard Faber has the 
most smashing advertising 
campaign in pencil history. 


Merchandising 
Helps 
BIGGER VOLUME — ial 


circulars 





Ee 4 : » 
— Topsfor  s-_ogwtS | t 


typists! 


E eTy- 
body loves 


color Sa: 

Colorbrite. jg ute 
mmeerpredl ft o, , be A amous 
= Proof Waterpro lost versatile of 6387 SC isk eraser 
26 High Visibility : on j= an brush and by th a fer 9 ars 


“0587 ang SINGLEX 


Everybody's YPewrite, Erasers 
Favorite! 


Soft pink 


amPound 
che 


eine: 


man Age men 
". 
New _ 


here’ 


S Office 


Business men read Business 
Week — purchasing agents 
and office managers read 
the magazines listed below. 
And everybody reads LIFE! 


ry 

Look for this big 
two-page ad in 
LIFE, March 19. 


ASK YOUR 
REPRESENTATIVE 


about the many other merchandising 
aids available for MONGOL and 
Eberhard Faber’s other best-sellers. 
You can have tailor-made mailings 

— giant pencils — circulars — catalog 
sheets — newspaper mats — every- 
thing. Eberhard Faber offers the 
biggest assortment of sales helps 

in the industry. 





IN EVERY PROFIT-BUILDING PLAN 


ser interest qq Ua 
iN wi i \ | i 


must be 
created 


aver underestimate the 
lying power of a woman” 


anted, the Boss or the office 
wnager buys most of the pencils, 
users, rubber bands and typewriter 
vaners. But it’s the girls behind 

2 machines who help make up his 
nd which brands to buy. 


yerhard Faber will reach these 
orking girls with the advertising 
u see right here . . . through their 
vorite magazines . . . Charm, 
lamour and Today's Secretary. 


ais is a brand new promotional 
ant which is certain to bring new 
lume, new and very welcome 
ofits to you! 





st out... in — | 
ntriccne 
ARTIST 


t director / 


ta | SECRETARY 
studio news | aor © | 
d in booklet fo2 
form, tool” \ NUPASTELS «1 (oforama 


NUPASTEL color sticks and COLORAMA 
colored pencils go together. They are the 
standard of quality in the commercial 
art world—the favorite of all aspiring 
artists, as well. Stock and display the 
new matched color sets of both. 


EBERMARD FABER 


TRADE MARKS REG. U.S. PAT. OFF. 


LITHO. WU. 
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Look at these PLUS features 


in terms of your calendar sales 





* 


Exclusive, patented “Keyhole 
slot’ — only one turn of the 
screws unlocks the top-plate 

. @ tangible selling point 
that makes Ever Ready 
selling easy. 








\ 
\ 





Choice of page heads for 
your customers. 


\ 











Molded plastic base—attrac- 
tively styled and equipped 
with securely fastened rub- 
ber desk-top bumpers. 











Ever Ready is the only REALLY complete 
line of desk calendars on the market today. 


\ 
*WAR N i NG! Ever Ready is the only desk 


calendar with the “Key-hole” slot . 
which cannot be duplicated. 


.. a patented feature 


The “Key-hole” slot makes stub removal and refilling 
quick and easy . . . no fussing around with long screws 

. no need to take the plate assembly apart to discard 
old page stubs . . . a real time-saver for your customers. 


* In service, quality of product and pricing structure, 
the dealer is Ever Ready’s first consideration 


160 MAPLE STREET 


4EQRS EV City 





Magnifying window THAT 
REALLY MAGNIFIES the yearly 
calendar. 














High quality bond paper — 
sharp, 2-color printing. 























#55 — The Duplex 


* Ever Ready calendars build customers, not just sales 


* Ever Ready is a complete line: from the loose-leaf 
double page utility to the executive deLuxe and gift 
styles 


* Ever Ready offers you practical, hard-selling dealer 
promotion material 


REMEMBER. If you want to sell your customer 
the best in desk calendars, sell them Ever Ready. 


NEW 





Bagpipers Salute Remodeling of Coes 


A rousing bagpipe concert added Coes Book Store, having completed 
real verve to a gala stationery store remodeling and changing over to self- 
reopening in Springfield, IIl. sclection, was able to capitalize on the 


Scottish bagpipers were on hand to salute Clan McFarland at the open house of 
Coes Book Store in Springfield, Ill. The bagpipers, members of the Dagenham girl 
pipers, are, left to right, Margaret Walsh, Drum Major, Winifred Pile, Pat Barrow, 
Joan Lee, Pat Edwards and Rita Easteal. With the girls are John Sharples of Black- 
pool, England, and J. Glenn McFarland, president of Coes. 


plete greeting card section and neat display for self-selection can be seen. 


42 


ancestry of its president, J. Glenn Mc- 
Farland, in celebrating the reopening 
of the establishment. Five members 
of the Dagenham girl piper troupe 
who were playing Springfield with 
the Shrine-Pollack Brothers Circus 
turned the trick. 

It all started with an article in a 
Springfield newspaper which revealed 
that McFarland had mentioned that 
the store would have to be reopened 
without bagpipes. The public relations 
man with the circus, noting the item, 
came to the rescue and arranged an 
hour and a half concert outside the 
store. 

Coes Book Store reopening was ob- 
served in true Highland style. 


Wholesalers To Hold 
40th Annual Meeting 

Several important innovations will 
spice the program at the 40th annual 
convention of the Wholesale Station- 
ers’ Association to be held March 1-5 
at Chicago’s Drake Hotel, according 
to Harold C. Whittemore, association 
general manager. 

Group conferences and clinic dis- 
cussions to cover specific areas of in- 
terest will be held for the first time, 
and the first national Marketing and 
Sales Promotion Clinic and Exhibit 
will be conducted. The Clinic will 
be under the direction of Morris I. 
Pickus, nationally known marketing 
and sales promotion consultant. 

Nearly 100 booths were originally 
made available for the exhibit, al- 
though many have already been taken. 

The convention is being directed 
by Cort B. Horr, Associated Stationers 
Supply Company, chairman; Fred 
Griffiths, Jr., Noesting Pin Ticket 
Company, co-chairman, and Jim Brad- 
ley, Higgins Ink Company, assistant 
chairman. 

Committee chairmen for the affair 
are: A. C. VanHorne, Eberhard Faber 
Pencil Company, entertainment; Ralph 
S. Moser, Carpenter Paper Company, 
program; Clarence S. Olson, Ripp!- 
Tie Products Company, clinic opera- 
tion; Norman Bickle, Sanford Ink 
Company, registration; Paul C. Fisher, 
Fisher Pen Company, annual dinner, 
and Walter O. Eggen, Tuttle Press 
Company, publicity and promotion. 
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Your customers can’t resist 
this offer. Somewhere, some 
place, everyone has a 
beat-up old ball-point pen. 
3% It’s worth a dollar to them 
f _ as trade-in on a new $2.95 
Chrome Cap Waterman 
Sapphire, the pen that 
writes with a jeweled point. 
You get your full profit, 


S 00 as we pay the trade-in 
i — - allowance. 


vas Ob- 





— hia The plan works like a 
mets M4 D FAL charm. Already tested in 
annual : 
athe: selected markets, it has 
ch 1-3 - caused virtual stampedes 


-ordin ) e ° . 
ciation A is bringing 


at the pen counters. 





This is no price-cutting 
— program. We’re paying the 
rf a them trade-in allowance to better 
» sien introduce this wonderful 
tages j YU out of jewel point pen to more 
Exhibit / people. Once tried, they’ll 
ic will : th e never go back to any other 
orris I. ball pen. 
rketi 
: ing Only Waterman Franchise 
iginally 4 dealers are eligible for this 
ae 1! st deal, so if you’re not in 
ital aA bee ee that select circle, get in 
acai ) touch with your Waterman 
el 1 N } representative right now. 
Fred 
Ticket 
n Brad- 


. Waterman Pen Co., Inc. 
ssistant 


Seymour, Conn. 


Please have your representative call. | want to know 


i You receive your supply of 
—_ q all about your $1.00 trade-in deal. 


Waterman Sapphires in this 
1 Faber attractive counter display 
. Ralph stand—packed in 1 doz. lots. 
mpany, ; 
Rippl- 
opefa- 


pie: a 
= DQ” QR 


WATERMAN PEN COMPANY, INC., Seymour, Connecticut 


Name 





Name of Store 





Address. 














Zone___State. 
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Sheaffer Pen Company 
Abandons Fair Trade 

Early this month the W. A. Sheaffer 
Pen Company, one of the staunchest 
supporters of Fair Trade, announced 
its decision to abandon its long-es- 
tablished pricing policy. 

The Sheaffer Company was a strong 
enforcer of its pricing policy up to the 
last moment. Only several hours be- 
fore the announcement that it was 
abandoning Fair Trade, the Sheaffer 
organization filed charges against a 
New Jersey retailer for selling Sheaf- 
fer products below their “fair traded” 
prices. 

It has been estimated that the Sheaf- 
fer bill for its energetic enforcement 
of Fair Trade has run the company 
well over a million dollars in the 
last 18 months. 

While Sheaffer abandoned Fair 
Trade, two other leading pen manu- 
facturers reaffirmed their support of 
resale price maintenance. Both the 





Esterbrook Pen Company and Parker 
Pen Company made announcements 
to their dealers shortly after Sheaf- 
fers action vowing to continue 
their support of Fair Trade. 

The following announcement of the 
change came from the Sheaffer public 
relations agency: 

“The W. A. Sheaffer Pen Company 
said that in order to serve an impor- 
tant segment of the buying public, 
particularly in metropolitan areas, it 
will add to its list of authorized deal- 
ers certain large-volume retail outlets. 

“As a long-established manufacturer 
of writing instruments which are uni- 
versally used by all income groups, 
Sheaffer has over the years developed 
national distribution on the firm policy 
of selecting qualified dealers who are 
sold on a_ direct-from-the-factory 
basis,”” the company statement said. 

“We will continue to follow this 
policy of determining which dealers 
will sell our products. We are now 
adding certain high-volume mass mer- 
chandisers because we recognize that 
this type of outlet is used by a sub- 


stantial number of purchasers, just as 
other types of outlets meet the needs 
of their customers. 

“In fairness to all Sheaffer dealers 
we are now permitting them to price 
our merchandise in accordance with 
their own local economic conditions 
and competitive practices. Sheaffer will 
no longer enforce its Fair Trade 
policy, but will continue the use of 
suggested retail prices.” 


Metropolitan Distributes 
Voss Portable Typewriters 

It has been announced that the 
Metropolitan Typewriter Company of 
Detroit, is the exclusive U.S. distribu- 
tor of Voss portable typewriters made 
by Voss  Schreibmaschinenefabrik, 
Wuppertal, West Germany. 

Two models are available. Model 
M-10 is a fully equipped standard 
carriage portable with carrying case. 
Both models have Voss’ Simplex key- 
set tabulation requiring no carriage 
travel for complete clearing, full size 
keyboard (88 characters) and a new 
typebar leverage and escapement. 















































WHAT'S NEW 


BRUELHEIDE PUBLISHING CO., INC. 
OF MINNEAPOLIS? 


NEW Address . 123 North Third Street 
Minneapolis 1, Minnesota 

We have moved to larger quarters to better 

serve your needs in the card playing field. 


NEW Tallies . . . 40 Fresh, Modern, NEW 
designs added to our line 
of over 100 numbers. 

NEW Placecards and Invitations. 

NEW Playing Card Designs. 

NEW Goren Rulebooks. 


NEW Scorepads and many other Card Play- 
ing Accessories for 1956. 


See these NEW items at all leading Gift 
Shows. 


Write for our NEW 1956 Catalog 


PRUELHEIDE PUBLISHING CO., INC. 


123 NORTH THIRD STREET 
MINNEAPOLIS 1, MINNESOTA 




















Important Notice? 


Our Brief Case Portfolio as pictured here is 
protected by Patent No. D-175,389. 


Our exclusive design DOES NOT resemble chain store 
type merchandise which is being offered as a sub- 
stitute. We're proud of the careful manufacturing 
and fine material that goes into our patented Brief 
Case Portfolio and we'll protect our patent rights 
by law. 


We are the largest users of the Flexi-Grip plastic 
zipper, which we perfected and introduced to the 
stationery trade, and have had long experience devel- 
oping manufacturing methods with this unique 
closure. 


Order Sample Assortment Today and Compare 


No. 71—tLegal Size 


Made of 
Crush 


Spanish 
leather grain 





Vinylite, 16¥%2 x 12”, 
welded seams, fam- 
ous Flexi-Grip Zipper. 
Asst’d brown, tan, 
black, navy. $9.00/ 
doz. (Wt. 614% Ibs.) 


No. 70 — Letterhead 
Size. Same h ig h 
quality, simpler de- 
sign, sized 14 x 11”. 
Brown, tan, black, 
navy, red. $7.20/ 
doz. (Wt. 5 Ibs.) 


Can be imprinted 
@Full trade and quantity 
discounts 


ANGLER’S PRODUCTS CO. 


Flushing 58, N. Y. 
Also see our Ad on page 5C 
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THIS DIAMOND 
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REPEATED... 


i. .by Popular Demand 


These Lowe smash hits were such sell-outs 
that we’re promoting them again this year .. . with 
the biggest and most consistent consumer promotion 
program in E. S. Lowe’s history! 


TILT-TAC-TOE. 


E.S.LOWE company, inc. 200 FIFTH AVENUE, New York 10, N. Y. * ORegon 5-1630 


HORSE RACE 


i e 


a 
=... 


ADVERTISED IN 


LIFE 


See the E. S. Lowe 
displays at the: 


CHICAGO GIFT SHOW 
February 5th to 15th inclusive 
Room 603—Palmer House 


NEW YORK GIFT SHOW 

February 26th to March 2nd 
inclusive 

Room 811—Hotel New Yorker 


No. 1205 


IS A DEALER'S BEST FRIEND! 


GAME-WORLD 






























A 


No. 1201 combines the popularity of 
Tic-Tac-Toe with the elements of 
chance and skill to make a fascinating 
fun game for family fun! Made of color- 
ful, sturdy plastic — 12 inches 
long—packed in “‘sell-on-sight” $] 00 
individual display box. 


TRADE MARK 
Six favorite games of Skill and Chance 


CHESS SET - CHECKER SET - BACKGAMMON 
HORSE RACE - BINGO -_ TILT-TAC-TOE 


Includes everyone’s favorite game. Six of the world’s 
most popular family games in one sturdy game 
chest. Game-World consists of brightly colored 
Plastic Chessmen, Plastic Checkers and Playing 
Board, Backgammon Board, Dice, Plastic Race 
Horses, Racing Course, Bingo Game and s 98' 
TILT-TAC-TOE game... with com- 4 

plete instructions for each game. Retail 


+Prices slightly higher in South and West 








Interest in Handwriting 
Foundation Activities Grows 


Interest in the activities of the 
Handwriting Foundation continues to 
increase and the foundation is swamp- 
ed with requests for its free booklet 
“2nd R”. 

In fact, it has been so flooded with 
requests that the number of free book- 
Icts had to be limited. The booklet 
sells for 10 cents each for the first 
50 copies. 

Handwriting also got national TV 
attention when Ed Murrow’s show 
“See It Now’ showed educationa! 
problems facing the country and writ- 
ing was one of the major problems. 
Another show, “Robert Montgomery 
Presents,” showed a high school grad- 
uate who was hardly able to write. 


Ruling By Canadian 
Trade Commission 

Canada’s stout position against any- 
thing tending toward Fair Trade got 
a good boost recently in a report by 
the Restrictive Trade Practices Com- 
mission. 

The Commission stated that manu- 
facturers who attempt to control ad- 
vertised retail prices of products in 
the Canadian market are guilty of 
violations of the anti-combine regu- 
lation. In short, Canada not only bans 
resale price maintenance but prohibits 
efforts to control advertised prices, 
which are not necessarily sales prices. 

As a result of the report, manufac- 
turers involved face possible court 
action. 


The recent White House Confer- 
ence on Education put handwriting 
on the top of its list on, “What Should 
Our Schools Accomplish.” 





New Line of Stencils. Old Town 
Corporation has introduced a complete 
line of stencils and mimeograph supplies. 
The featured products in the new line 
are the three stencils — triple-coated, 
providing high visibility and employing 
a tough wet strength base tissue. E. L. 
Tabat, (left) vice president in charge of 
sales and research and Don Lundberg, 
assistant to the vice president are shown 
examining Tabat’s signature. It is said 
no cushion sheet is needed for proof- 
reading. 


Ten Firms 
Incorporate 
Ten companies have been granted 
a charter of incorporation. They are 
the following: 
The Office Supply 
Natchez, Natchez, Miss. 
Chelsea Stationery Company, sta- 


Company of 









22 No extra heavy stocking is 
Soa necessary to anticipate the 


CA De 2k 
2553842 * 
pc Og FSO" 4 


Order StoSet Rubber Cement tight through the season. 
FREEZING TEMPERATURES DO NOT STOP 


RUBBER CEMENT 
“a WEATHERS 


tionery store, in care of Elliot W. 
Isaacson, 60 Wall Street, New York 
City. 

Oxford Shop, stationery, novelties, 
in care of Elliot W. Isaacson, 60 Wall 
Street, New York City. 

Sweet Shop, candy, stationery, in 
care of Irving D. Korn, 401 Broad- 
way, New York City. 

G. & P. Enterprises, stationery, 348- 
350 South Salina Street, Syracuse, 
NM. Y. 

Walbors Stationery, stationery, in 
care of U. Lawrence Bergstein, 51 
Chambers Street, New York City. 

Gordon & Fligman, stationery, in 
care of David B. Friedland, 521 Fifth 
Avenue, New York City. 

Rolls Offset Printing Company, 
printing & stationery, 57 Gramatan 
Avenue, Mount Vernon, N. Y. 

Pine Air Stationery, 16 Court Street, 
Brooklyn, N. Y. 

N. K. M._ Distributors, 
Kansas, office supply. 


Salina, 


Joins Advertising Firm 

Cecil E. Inman, president and treas- 
urer of Cecil Studios, Boston, has 
joined New England’s newest adver- 
tising art firm, Advertising Designers 
and Producers. 


‘3M Appoints Two 
New Sales Managers 

The promotion of James E. West 
and E. T. Thompson, Jr. to new sales 
positions in the fibrous and industrial 
trades tape division has been an- 
nounced by Minnesota Mining and 
Manufacturing Company. 

West has been made sales manager 
in 3M’s Los Angeles branch office. 
Thompson has been appointed sales 
manager in the St. Louis branch. 





THE COLD! > BOSTON 


Winter freeze. 


Selling ‘points’ 


The quality and service “points” 
built into a sharpener : 

are as important as the 
pencil points it produces. 


Self-Feeder #4 


Boston Sharpeners are made 

in a variety of types that enable 
you to meet every general and 
special need of your customers. 


e Automatic true-center feed « 30 hard-steel, deep-milled BOSTON SPEED 
CUTTERS ... faster... 








less work ¢ Non-rusting, nickel-plated receptacle 





SHIPMENTS OF StaSet RUBBER CEMENT. 
FINEST QUALITY ADHESIVE FOR PAPER PASTING 
MANUFACTURERS 
THE MONET 


COMPANY FANWOOD, NEW JERSEY 
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e Rugged all-metal frame ¢ Distinctive new gray finish « BOSTON pencil 
stop...nowaste @ Takes various size woodcase pencils ¢ Guaranteed for | full year 


PEN CO. 
ae a ig H U NT Also manufacturers of SPREDBALL pen and products 
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A touch of the fingertips seals the en- 
velopes now packaged with Montag’s leading 
brands. 















SHADOW STRIPE $1.00 retail 


AIR MAID $1.00 retail 


World-famous Montag adds another sales- 
appealing, merchandising magic touch! 
Self-closing envelopes that seal without 
moistening — boxed with famous quality 
Montag writing papers—two sizes: Popular 
letter and monarch—retailing from $1.00 to 
$1.59—this innovation is heralded by buyers 
everywhere as another sure-fire sales addi- 
tion to the line America knows and asks for 
by name. MERCHANDISE WITH MON- 
TAG FOR PRESTIGE AND PROFITS. 
A REPRESENTATIVE WILL CONTACT 
YOU SOON. 


BROTHERS, INC. 
Atlanta, Ga. 





BERMUDA CLOTH $1.19 retail 


230 Fifth Ave., N. Y.C. 


Ee eer 


J. K. Gill Expands, 
Buys Seattle Company 

The major expansion of the J. K. 
Gill Company of Portland, Ore. 
provided the stationery and office 
equipment field with one of its big- 
gest business transactions of recent 
months. 

The Gill Company recently an- 
nounced the purchase of Lowman and 
Hanford, big Seattle stationer and 
printer with a main store, four branch- 
es in Seattle and a branch in each of 
Spokane and Olympia. 

Along with the announcement of 
the purchase, the Portland concern re- 
vealed a series of top-level executive 
changes. W. A. Montgomery, long 
time president of the Gill Company, 
has been named chairman of the 
board, and Mark M. Gill, grandson 
of the company’s founder, has suc- 
ceeded Montgomery. George Halling, 
general manager of the firm since 
1940, was moved to the new post 
of executive vice-president, while 
Harold Gill retained his vice-presi- 


Md, wy 4) 


Gill Halling 


Two of the central figures in top ex- 
ecutive changes at the J. K. Gill Com- 
pany during its recent expansion move 
are pictured here. At the left isc Mark M. 
Gili, firm’s new president, and at the 
right is George Halling, new executive 
vice-president and treasurer. 


dency. Halling is also the company 
treasurer. 

The two companies will maintain 
separate operations under the Gill 
officers. 

Lowman and Hanford, founded in 
1882, was formerly headed by Thomas 
M. Pelly, a Washington congressman. 
Pelly announced his retirement from 
business with the sale, and will now 
devote his entire interest to his gov- 
ernmental duties. 


SAXON PAPER CORPORATION 


240 WEST 18th STREET 


NEW YORK Ill, N. Y 


AAR TF O RRs 


Paramount Line Gets 
New Vice President 
The appointment of Howard D, 
Estabrook as vice president and di- 
rector of sales of the Paramount Line, 
Inc., has been announced by Allen 
Markoff, president of the firm. 
Estabrook was formerly vice presi- 
dent of Stanley Greetings. In his new 
capacity, he will direct all sales and 
promotional activities of the company. 


Royal McBee Elects 
Vice President 
The election of 
Benjamin F. Cut- 
ler as a vice-presi- 
dent of Royal 
McBee Corpora- 
tion has been an- 
nounced. 
Cutler, a direc- 
tor of the com- 
pany, will con- i 
tinue as treasurer Cutler 
of the firm which manufactures Royal 
typewriters, Keysort punch cards and 
equipment. He has been with the 
firm since 1939. 


RUMENTS « R DEVICE 
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STRONG 


We think there are few publishers who do as 
much to fully serve their readers as DPC does. It 
isn’t just a matter of producing more pages each 
month, but in filling those pages with material 
that is really useful. 


It’s a very easy matter to print an endless chain 
of success stories that tell how much money Mr. 
X made, how his customers liked his service, how 
he enjoyed serving his customers, how pleased 
his wife and children are, and how proud his 
mother and father are. But this kind of story- 
telling does not fulfill the most important “how” 
of all: It doesn’t tell how it’s done! 


Here is where the half-century history of DPC 
shines. 


The articles in DPC publications—all published 
to help business men and women—give step-by- 
step explanations of how volume was increased, 
how costs were reduced, how customers were sat- 
isfied, or how advertising was made to pay off. 
They use diagrams, photographs, drawings, 
charts and technical specifications to fully pre- 
sent this “how.” 


Each DPC publication is part and parcel of the 
industry it serves. It anticipates such seasonal 
promotions as selling wholesalers their Christ- 
mas stock in July or giving retailers tips about 
the Christmas rush in October. Trade shows, re- 
gional meetings, and a survey of new products 
are among other industry facets highlighted in 
special issues. 


tds and 
‘ith the 





The clean, open appearance of major articles 
and departments in DPC publications is calcu- 
lated to encourage the busy business reader. Spe- 
cial colors are used to give emphasis and to help 
guide the eye of the reader. The ratio of adver- 
tising and its placement with editorial matter is 
planned to give the reader a balanced, intelligent 
view of industry products, services, and supplies. 


t D [ We think this is why each of the DPC publica- 
) EST 1900 ¢ tions is a widely respected leader in its field. 


DEPENDABLE Davidson Putlishing Company 


PUBLICATIONS 
405 EAST SUPERIOR STREET DULUTH 2, MINNESOTA 












Ditto Promotes 
S. B. Stewart 

Promotion of 
S. B. Stewart to 
the newly created 
post of manager 
of customer rela- 
tions was an- 
nounced by Dit- 
to, Inc., manu- 
facturer of office 
duplicating equip- 
ment and sup- 
plies. 

Stewart, who joined the firm in 
1935, was formerly assistant sales ad- 
ministration manager. 


Stewart 


Bruelheide Forms 
New Company 

Robert W. Bruelheide, former presi- 
dent and co-founder with his father, 
the late Frank E. Bruelheide, of the 
Bruelheide Publishing Company in 
Minneapolis, has formed a new com- 
pany. 


The new firm is to be known as 
the R. W. Bruelheide and Associates, 
Inc. and will have its headquarters in 
Columbus, Ohio. It will produce a 
complete line of bridge tallies, place- 
cards, score pads, instruction books 
and other card playing accessories and 
party goods. 
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Memorial Golf Trophy. Winners of 
the 1955 Bert M. Morris Memoriai 
Trophy in an annual golf tournament 
were the 49’ers Travelers Club of North- 
ern California who competed with the 
Golden State Travelers of Southern Cali- 
fornia. The golfers who won are Bob 
Cass, Bob Heath, Bob Smith, Augie 
Heath, Bob Smith, Augie Erickson, Wally 
Jones and Danny Kerr. 








N. Y. Stationery Show 
Advisory Board Meets 

The advisory board for the New 
York Stationery Show, which will be 
held at the New Yorker Hotel, May 
13-18, met recently. 

At the board meeting it was decided 
that the 1956 show, the 10th annual, 
will be open on the Sunday and Mon. 
day nights of its five-day stand and 
that the annual dinner-dance held in 


conjunction with the show will be on j 


Thursday, May 17. 

All indications point to the 1956 
show being the largest in history. 

Attending the advisory board meet- 
ing were Maurice Duchin, Maurice 
Duchin Company; William O'Connor, 
S. K. Smith Company; Janice Puner, 
Abraham and Strauss; Frank R. Shaw, 
Rust Craft Greeting Cards; Helen 


Snyder, Tie-Tie Gift Wrappings, 
Dorothy Asher, The Fair; Robert 
Nemzer, City Stores Merchantile 


Company; Edythe Durney, Cavendish 
Trading Corporation; Robert I. Car- 
man, show manager, and William E. 
Little, advisory board chairman. 























easy-to-handle car 


duce clear, 





Carbon Papers 


The WRITE Way 
is the SURE Way to SALES 


WRITE Carbon Papers and Typewriter 
Ribbons are long-standing favorites with 
office managers who want the best in 
office supplies for the best results from 
their staffs. ey find that WRITE’s 

on papers make more 
copies, cleaner carbons, and are 
economical to use. They know 
WRITE typewriter ribbons pro- 
crisp, w 
Satp letters—and last longer, 


Sell your customers on WRITE 
°° will come back 
time after time for WRITE’s 
high-quality Typewriter Rib- 
bons and Carbon Paper. 


Fer Volume PROFITS--Feature 
Send for Samples and Discounts 
Today! 


- and the 


PROMPT DELIVERIES 


WRITE 


INCORPORATED 


420 Lexington Ave., New York 17, N ¥ 
Factory: Bridgeport, Conn. 





niformly 





WRITE , 


Brief Case 


S. Pat. No. D-175,389 
and U ‘a ° 5,38 


Typewriter Ribbons 


Vinylite, 


design, 
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STYLE #71 
Man-sized 1642x112”. 


Exclusive design. Expertly made of 
welded seams, with our famous 
Flexi-Grip zipper — legal-size file folder in- 
serted. Asst’d brown, tan, black, navy, un- 
less specified. 
STYLE #70 Same high quality, simpler 
sized 14x11”, letterhead size file 
folder inserted, brown, tan, black. $7.20- 
doz. (wt. 5 Ibs.) 


$9.00/doz. (wt. 6% Ibs.) 


Can be Imprinted 


Catalogue of 28 fast-selling specialties 
available. Call your jobber, or write: 


ANGLER’S PRODUCTS Co. 


Flushing 58. N. Y. 
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Low-Cos Monee Cates! 

* Here’s cash protection priced to sell FAST .. . to every gas © Here's a real opportunity for quick, easy sales and a lot of 
station, store, restaurant, bar and small business establish- ‘em. ..a chance to get first crack at all the low-cost cash 
ment in town! protection business in your territory. Don’t miss it. Mail 

7 : : , . the coupon for full details on Protectall’s new “‘built-to- 

* Here’s quality protection, too. Protectall’s new low-priced bi 

; sell-fast”” money safes, today. 

money safes are built to approved standards of burglary- 

resistance .. . they bear the Safe Manufacturers National 
: Association label . . . have the Underwriters’ Laboratories, 
P ‘ ° 
: Inc. approved relocking ee: Hurry | Mail Coupon, loday | 
\- * Here’s “insurance-saving™ protection for your customers. 
e Protectall’s new line qualifies for the low “E” rating and Le L af E. h | 
: applicable premium discounts on both Mercantile Safe arm OW O aS n | 
" Burglary and Money and Securities Broad Form policies. 
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Protectall Safes, Department 926A 
Hamilton, Ohio 
Please rush complete details to me about the new low-cost line of Protectall Money Safes. 





Protectall Safes 


HAMILTON, OHIO 
DIVISION OF THE MOSLER SAFE COMPANY 
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Moves, Expansions 
Are Announced 

From coast to coast stationers and 
office supply dealers have announced 
moves to larger quarters, expansions 
and modernizations of their buildings. 

Duston Leathers, Inc., announced 
that continued increases in business 
have compelled the firm to move to 
new and larger quarters in New York 
City. 

Testrite Instrument Company, man- 
ufacturers of magnifiers, thermometers 
and photographic equipment has 
moved from New York to Newark, 
N. J. 

Recently moving to a new location 
was the Stationer and Office Supply 
Store of the Joplin Printing Company, 
Joplin, Mo. 

The State Book Shop moved to 124 
East Santa Clara Street, San Jose, Calif. 

The formal opening of Rushton’s 
Office Equipment & Supplies was held 
November 18th. The firm is owned 
by P. F. Rushton and is located in 
Natchitoches, La. 


Smith-Corona, Inc., will move to 
a new divisional office in Denver about 
March Ist. The new building is ex- 
pected to cost $85,000. 

A branch office in Oakland, Calif., 
has been opened by the Ralph C. 
Coxhead Corporation, manufacturers 
of office composing machines. 

The McLean Stationers has an- 
nounced a move to new and larger 
premises in Toronto, Canada. 

Moore Business Forms, Inc., has 
been issued a $1 million building 
permit for the construction of a 160,- 
000 square foot factory and office 
building in Los Angeles. 

The Taubman Laundry Marking 
Pen Company has acquired additional 
space in Long Island City to take care 
of their increased production, accord- 
ing to Samuel Taubman. 


LePage Names 
Two Executives 
A shift in top executive personnel 


“at LePage’s, Inc., has advanced Ford 


M. Martin, treasurer, to the position 
of president and has moved Laurence 
F. Brooks from vice President to ex- 








Brooks Martin 


ecutive vice president and general § 
manager. 

Following the death of president 
Richard B. Fisher in November, the 
board of directors named Martin and 
Brooks to the top positions. 





Morgan & Barclay 
Announce Appointments 

John R. McNeill has been appoint- 
ed general manager of Morgan & Bar- 
clay Company, San Francisco. 

Other appointments were also re- 
vealed. George Brown was appointed 



















sales manager; Gerald Loggins, con- 
troller; Lou Gordon, purchasing agent, 
and Al McKown, warehouse superin- 
tendent. 








A HOST OF NEW, STRIKING EVERYDAY CARDS! 





iss 2 


FORCE 


Winner 
in the 4th 
National 
Lithographic 
Awards 
competition 





(Saleable every week of the year) 


— eC 
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SALES 


More Sales, 


Mr. Dealer... 















Model 200 


This versatile numbering 
machine has more uses 
than your customers ever 
dreamed of — means more 
sales, easier sales for you. 
Lever operated, it numbers 
in any desired sequence. 


Write for New Selector Catalog. 
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BE SURE WITH 


NATIONAL LITHO 


ASC STDS 
STOCK FORMS 


STOCK READYSETS 


Blank 3 and 4 part 8% x 7% 
82 x 11% for small quantity 
internal forms, sales orders, etc. 
These forms have a wide var- 
iety of uses. 


3 part bills of lading 3 part 
insurance report forms R-1| for 
adjustment bureaus and_in- 
surance companies. 


INTEROFFICE MEMOS 


This modern, carbon interleav- 
ed memo form is designed for 
speed and efficiency. Easy-to- 
use 3 part set provides a fol- 
low-up for the originator and 
two reply copies, one for the 
replier and one for the orig- 
inator. 


COPIFIXT 


Carbon Copy Sets — available 
for single, double, or multiple 
copies—make uniform, clean, 
clear, copies of letters and 
other important data. Above 
stock items can be shipped in 
7-10 days. 


STOCK READYTABS 


Complete line of stock tabulat- 
ing forms manufactured with 
top quality paper and carbon. 
(Delivery 15 days.) 


Imprinted Stock Tab Forms 
(Delivery 30 to 45 days) 


Complete line of custom and 
single-set continuous, & tab- 
ulating business forms. 


NATIONAL 


LITHO 


O16 


COMPANY 


18423 EUCLID AVE., CLEVELAND 12, OHIO 








At last... 


the felt 
tip pen 
comes into 
its own— 
’ with the 
6 New Wonder 
Pen—the 
ADVANCED 


Flo-master 






































VANCED 










Mystik Appoints New 
Merchandising Manager 

It has been announced that Frank 
P. Clark has been appointed merchan- 
dising manager for Mystik Adhesive 
Products, makers of tapes for home 
and industry. 

Clark was formerly premium man- 
ager in the merchandising division of 
Tatham-Laird Inc. 


Appoints Representatives 

The Jack C. Kern Company an- 
nounced its appointment as manufac- 
turer's representative for the Chicago 
Saddlery Company. 

The territory will be Texas, Ar- 
kansas, Oklahoma, Louisiana, Missis- 
sippi, Tennessee and Alabama. 


Typewriter, Office 
Firms Announce Merger 

The Central Valley Office Equip- 
ment, Inc. has been merged with the 
Valley Typewriter Company, both of 
Fresno, Calif. 


New Eberhard-Faber Plant. The decision to move the Eberhard Faber Pencil 
Cc fro: int, N. Y., to Wilkes-Barre, Pa. was announced late in October, 





y m ,N 


ad 





Pictured here is an artist's concept of the new home, which will be available, according 
to announcement by Louis M. Brown, president, late in 1956. The move came after 
83 years of operation in the company’s present location. 





The office equipment firm will be- 
come a division of the typewriter com- 
pany under the management of John 
R. Pietro. 


Stallings Announces 
Changes At Clary 

The opening of a factory sales 
branch at San Diego, Calif., by the 
Clary Corporation and the appoint- 
ment of Harry Woodson as manager 
was announced by J. W. Stallings, 


general sales manager of the firm. 

He also announced the appointment 
of Jay M. Merrill as manager of its 
Salem, Oregon, branch. 

Other Clary personnel appointments 
include: Harold L. Sollway, manager 
of the Tacoma, Wash., sub-branch; 
Chet J. Blum, manager at Spokane as 
well as Seattle; Herbert Lesher, Cleve- 
land service manager; and Donald K. 
Morrison, Philadelphia service man- 
ager. 
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THEY GO 
TOGETHER... 





“Three spades.” 


S 





“Mmm. Just a second—let me light up.” 











3 LIKE A HORSE and CARRIAGE | 


Don’t let this profit 
walk out of your store! 
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Where there's card playing, there’s smoke—and 
where there's smoke, there's sales! 

That's why Atlantic created a line of imported 
Atlantic matches to team up with the famous 
playing cards known as Kingsbridge. People 
who buy playing cards and have card playing 
parties really go for the new, smart match 
packages labelled “Atlantic.” 

See the new Atlantic Barrel matches, Minia- 
ture card matches and Cerini wax matches—all 
packed in unique containers—they’re selling 
tremendously. 

And don't forget the full line of Kingsbridge 
playing cards and card playing accessories, 
including the famous Piatnik playing cards with 
Viennese designs! 

Write for further information and catalog to: 


PLAYING CARD CO., INC. 


45 West 25th Street, New York, N. Y. 
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SUBDIVISION 
GUIDES 


| 

| You, too, can increase your guide busi- 
| ness 100% to 200%! Usually all you 
have to do is ask your customer, (1) — 
| how many cards or folders they have, 
| 
} 





SUBDIVISION 
GUIDES 


(2) — how often these cards or folders ee a 

‘abs, celluloid tabs, 

are referred to, (3) — and whether aie menial Gane 

»normal expansion has been considered? _pressboard and 

You will be surprised how many times bristol stock; Aill 

you will sell 40, 80 or 120 sub-division a - aa 

. oat uiCc service gudf- 

sets instead of the usual 25. Try it! cnteed on special 
You will be gratified with the results. orders. 


‘GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL ST. 


NEW YORK 13, N. Y. 
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CUT 
OUT 


AND SAVE 
you'll save plenty—profit plenty with 
Seal-C)-matic 
full line of quality moisteners and 
tape dispensers $3.50 to $55.95 





ALL METAL 


SURWAY 
Envelope and Label Moistener 


$ 3.50 retail 


1,” pure bristle brush, ideal for labels, stamps, envelopes, 
etc. Heavy non-tip, rustproof, all metal body, plated brass 
top, rubber feet. 

JEWEL 3” brush model ......:cccccccsesssseessveeseeees $4.25 retail 











NEW WALTERS 
60 Automatic 
Dispenser *18.95 

retail 
Push-down handle, dis- 
penses %," to 114” wide 
gummed tape in adjust- 
able lengths 2” to 744”. 
Rustproof, unbreak- 
able. Lifetime blade. Removable water 
box. Pure bristle brushes. Hammertone 
gray. 

CHROME TOP MODEL....$19.95 retail 

FLASH Brush Sealer 
$ 6.50 retail 
For tape up to 114” 
wide; removable 
aluminum water box, 
easily cleaned or filled. 
Rustproof. End-to-end 
moistening. Control 
guides offer smooth 
non-clog operation. 


Prices slightly Sune 
west of Rockie: 









ORDER NOW... 
or write for illustrated 
brochure and discounts! 


Seal- C)-matic -matic 


DISPENSER CORPORATION 
Formerly Lipton Manufacturing Co. 


Dept. MS-1 , 52 W. Houston St., New York, N. Y 
Our 22nd Year 
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VOLLAND 


its new line of parchment 
Wote-chle ffotes:/ 


These will be seen...and noted...and SOLD! 
Volland’s smart, new notes— 

on rich parchment paper! Impeccably 
printed with modern, original 

designs...with subtle 

highlights in gold! You'll find 

your new Volland “Note-Able 

Notes” will be your fastest, 

yearsaround turn-over item. 


THE P. F. VOLLAND COMPANY 


Since 1907 


Creators of 
act today on VOLLAND'S no-risk offer... 


== MAIL THIS COUPON NOW! om 
THE P. F. VOLLAND CO.+ 8 RICHARDS ST.+ JOLIET, ILLINOIS 


Gentlemen: Please rush me “Premiere Showing of your new “‘Note- 
Able Notes", as checked below. | understand that we may inspect 
and keep the assortment on regular terms or return it complete 
within 10 days without obligation. 


7 ASSORTMENT #NA 2160—12 boxes each of six designs, 
72-box total. WHOLESALE PRICE: $21.60 


| 








Distinctive 
Greeting Cards 


0 ASSORTMENT #NA 4320—24 boxes each of six designs, 
144-box total. WHOLESALE PRICE: $43.20 


WOU TEAREE, ccccccecccnccsecceccessccsece jedtounnuadcendes ninaehi 
(“Note-Able Notes” are 
TITLE/DEPARTOENT ow ccccccccccccccscccccccccceres packed 12 notes and 12 
cas ccncscnncwscsccecsos : envelopes in a box, and 
ADDRESS.. fetail at 59c—the best 


value on the market!) 


cITY.. . oes ZONE.. STATE.... 
A A OT 











NEW PRODUCTS 


Hermes Portable Typewriter 


The Hermes Division of Paillard 
Products, Inc., 100 Sixth Avenue, 
New York City, has announced a 
deluxe version of the Hermes Rock- 
et portable typewriter. 

The new typewriter weighs eight 
pounds in the standard metal carry- 
ing case or 91/. pounds in the deluxe 
version. It has every feature neces- 
sary on a portable typewriter in- 
cluding finger-formed keys, key-jam 
release, full-size platen and an inter- 


(Continued from page 14) 





mediate paper table. 
The new model comes in a light brown leatherette case. 


Posting Machine 


The National Cash Reg- 
ister Company, Dayton 8, 
Ohio, is manufacturing a 
new installment window- 
posting machine, the “42”. 

The customer’s passbook 
or statement, individual 
ledger record and daily 
journal are posted at the 
same time, in original 
print, and the entire entry 
is locked within the machine as it is made. 





Carded Knife 


ALL PURPOSE KNIFE 


An all purpose carded knife 
for use in office, home, factory 
and shipping room has been de- 
veloped by the Flash Box Open- 
er Company, 52 West Houston 
Street, New York City. 

Called the Lewis A-49 All- 
Purpose Knife, the tool features a streamlined handle and sells 
for 49 cents. Blades for the knife are reversible and may be adjust- 
ed for desired length. 





Premier Auto-Folder 


The Premier Auto-Folder, 
an automatic folding machine 
developed by Martin-Yale Inc., 
2100 West Fulton Street, Chi- 
cago, is now available. 

The machine is capable of 
producing the seven basic and 
most used business folds at 
the rate of more than 7,000 
pieces an hour and will handle stock up to 91 inches wide by 14 
inches long. It is finished in silver-grey baked hammerloid and all 
exposed metal parts are satin-chrome plated. 





Akay Memo-Master 


Akay Corporation, 4034 North 
Kolmar Avenue, Chicago, came 
out with a Memo-Master for long 
or short memos in homes, fac- 
tories, offices and schools. 

They have an improved paper 
grip, pencil holder, and holes for 
hanging. Memo-Masters come 
equipped with no-slip rubber 
feet and a 150-foot paper roll. 
They are available in black, gray, 
walnut, ivory and red, Suggested retail price is $1.25, 
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Price Marking Labels 





A new line of pressure sen F Sale % 
sitive price marking labels has Z . 
been announced by the Avery , ‘ 
Adhesive Label Corporation, 7! 
Monrovia, Calif. How 








Three pre-printed  self-ad- Five of 25 popuior plain white price lobels 
hesive labels were developed 
and feature the five most pop- 


ular of 25 sizes. They require mw LLL 


no moistening, and they allegedly will not pop, curl or peel. 


Desk, Table Combination 


Orna Metal Inc., 
2412 South Seventh 
Street, St. Louis, 
Mo., announced a 
new combination of 
desk and L-unit in 
standard colors con- 
sisting of grey linen 





patter-black base. 
The L-unit is 36 inches. The desk has a charcoal base and 
three box drawers. 


Portable Foot Warmer 

The General Industrial Company, 
5750 North Elston Avenue, Chicago, 
has developed a portable foot warmer 
for use in offices, laboratories and fac- 
tories. 

The 14 x 21 inch neoprene rubber 
mats throw off heat and are said to use 
less power than a 75 watt light bulb. 
The mats are $7.95 each. 


New Stencil Machine 

A lighter, faster stencil cut- 
ting machine has been released 
by the Diagraph-Bradley Indus- 
tries, P. O. Box 269, Herrin, IIl. 

The machine has a new air- 
craft aluminum alloy construction, 
contour designed feed mechanism 
housing, special feed wheels, 
shear action punches and wide 
margin guide lines. 





New Stacking Shelves 


Sectional stackshelves are individual 
shelf units that stack and _ interlock 
without tools or bolts. This new pro- 
duct has been developed by the Stackbin 
Corporation, 1357 Main Street, Paw- 
tucket, R. I. 

The shelves are made of heavy gauge 
sheet steel with a baked-on enamel 
finish. They are available in a variety 


of depths and heights. 





f 
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Slide Viewer 


A deluxe hand viewer for 2 x 2 inch slides has been introduced 
by the Eastman Kodak Company, Rochester 4, N. Y., and is 
called a Koda-slide Dial-Lite Viewer. 

It features a two-element, achromatic, color corrected lens. It is 
molded of blue-green plastic and comes complete with six-watt 
lamp. The price of the viewer is $12.95. 
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NOW—3 COMPLETE LINES | 
OF STEEL TRANSFER FILES 


44 STOCK SIZES—PRICED TO 
MEET YOUR DIRECT SELLING 
COMPETITION! 


(less FULL dealer disc 
FOR A NYLON 





al Inc., 
Seventh 

Louis, 
need a 
tion of 
unit in 
Ts con- 
ey linen 


"'G300" SERIES 


Space saver file with 4 
easy-action nylon glides, 
for very inactive records. 
Heavy gauge steel-chan- 
neled construction — Dual- 
vision card holder — drop 
handle for greater aisle 
widths. 


8 STOCK SIZES 


ase and NYLON GLIDES 








"R400" SERIES 


Space saver file with 4 
high-speed ball - bearing 
rollers, for active to semi- 

‘ active records. Heavy 
BALL- i gauge steel channeled 
BEARING construction — Dual-vision 
ROLLERS card holder, drop handle. 


17 STOCK SIZES 


7 
"500" SERIES 
“Front office look” shoul- 
der front file with rollers, 
brass plated hardware. 
For active to semi-active 
records. Millions now in 
EASY ACTION 


ROLLERS 19 STOCK SIZES 


WRITE NOW FOR COMPLETE 
DESCRIPTIVE LITERATURE 


this year it’s the 
IMPERIAL LINE 


truction, 
chanism 
wheels You need go no further than your own records 
d wide to confirm the sales leadership of Smithcrafted 
albums and accessories. You need only examine 


the exciting Imperial Line to see why: Ultra 


troduced 
and is 


ns. It is 
six-watt 


, 195m 


SOLD 
EXCLUSIVELY 
THROUGH THE DEALER 


AT FULL. DISCOUNT PRICES! 


BOLIN 


Trans Te 


file tee you 

easily and safe 
standard 
— order 


All DOLIN files 
STORAGE SYSTEM, 


FILES 


OOLN 


ofers ¢ 


ales building line of steel 
File v bie Therk’ “ay N litetime —— >ered 
ement. All DOLIN files stack 
n or Gray balan finish 


eadgy tor immediate 


Our 44 delivery 


your sampies n 
new MOBILE 
of 30.70% MORE 


space — inquire. 


METAL PRODUCTS 


317-25 LEXINGTON AVENUE, 
BROOKLYN 16, NEW YORK 


o] an =4°| } 
enabling the additior 
in exactly the same floor 


smart design and colors by Freda Diamond . 
distinctive silver and genuine gold leaf decor 

. rich leatherlike KIDTEX (a Smithcrafted 
exclusive). Top quality throughout at popular 
“Across the counter’ prices — and 50% 
bonus" dealer discounts. Place your order 
NOW! 


write for FREE catalog and prices of 


other items in the IMPERIAL LINE. 


THE S. K. SMITH CO. 


2857 N. WESTERN AVE., CHICAGO 


Showrooms: 1519-A Mdse. Mart, Chicago 
225 Fifth Ave., N.Y. 122 Mdse. Mart, Dallas 
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| Biggest Ball Point NEW PRODUCTS... 
WRITING Year... Book Most 
eens es 


; \ >w and i red holder f 
Biggest Ball Point 2 = ile forangicpat 


Bus 


= a 


The Speed-Spacer Company, 


called the “Book Master.” _ 
The holder has an arm that sat 
ERASER ear will hold the book, magazine _ 
e or notebook in convenient position for reading or copying. It glic 
also has a front well for pens and pencils. The “Book Master’’ is 
made of heavy gauge steel and comes in Hammertone Grey. Pa 
A 
‘ x whi 
Seven Craftint Paint Sets aa 
/ sisi aicatiihicln aii Gee teil The Craftint Manufacturing Company, 1615 Collamer Avenue, ers 
. . ay y goes fc d eae 4 7 ; ‘i leas Se ea is = a. . 
solat weities, Almost everybody is do- reese tngs has added seven new sets to its Big 3 numbered N. 
ing more and more ball point erasing!| Painting series. : : ee 
It takes erasers of special texture and Four of them feature seascapes, fairytales, the early West, kin 
skilled manufacture to cleanly erase ball| and fruit and floral settings. The remaining three are new King lev 
point ink and ball point lead. Wel-| Size paint-by-number sets — KS 8, KS 10, KS 11. One of bet 
don Roberts has ’em—originated ‘em these panels is “The Last Supper.” tibl 
THE MOST OF THE BEST 
BRAND NEW! A 
! 
REAP THE BENEFITS OF SENSA-| Pocket Protectors 





TIONAL BALL POINT SALES WITH 
THESE SUPER-SELLING WELDON 


define den protectors are being offered by 
ROBERTS BALL POINT ERASERS. Watt Enterprises, Radnor, Pa. 


STYLES & SIZES FOR ALL BALL] They are designed for white 
POINT USERS! collar workers and junior ex 
ecutives. 

They say such things as “You 
don’t have to be crazy to work 
here, but it helps’ and “Your story is quite touching—Sorry, I'm 


BALL POINT JET. NO. 838,| broke too.” The “Quip” protectors come four to a gift box at 


Humorous quips on_ pocket 


All the same soft green color 





ed 
WITH POCKET CLIP, NO./ $1.00 retail. There are 12 boxes to a shipping carton. The ad- 
8380 WITH WHISK BRUSH. | vertisers name may be imprinted on the reverse side of the pocket 
Ball point eraser in stick form, protector . Tt 


in attractive, transparent plastic 
holder. A sensationally popular 
novelty number. Tip unscrews : Pa 
so eraser can be moved outward.| Typewriter Stand 

Not a mechanical gadget. Big 





. T The new Hercules a 

refill profits, too. (No. 838R) Model 17 deluxe teed re 

rit tand is bei ‘ 

NO. 138 PAPER-WRAPPED BALL pee i. vee heal ja 


POINT “ERASER-PENCIL”. Convenient 
pull-string peels off paper spiral wrap for 
easy pointing. ATTRACTIVE DISPLAY 
PACKING—one display holding a dozen 
138 Ball Point Paper-Pencil Erasers in- 
cluded in each 1/2 gross carton. 


Steel Safe Company, 
Toledo, Ohio. 

The caster lifting C 
mechanism is an atf- 
rangement of invisible 


: : fc 
steel cables hidden in 
BALL POINT NO. the legs that permits rs 
38. Handy elliptic smooth raising and 
shape, conveniently n 


lowering of the rubber 
casters. It also features h 
Magic-Lok double | 


fits the _ fingers. 
Packed in attractive 
display box, 2 doz- 








en to the box. wings, a no-glare Vi- y 
ORDER TODAY! brex top and is made of i 
WELDON ROBERTS RUBBER CO oe See Oe d 
365 Sixth Avenue, Newark 7, N. J. eee. 
World’s Foremost Eraser Specialists J 
Coloring Books 
Two new coloring books are available from the Sealfield Pub- F 
lishing Company, Sealfield Square, Akron 1, Ohio. C 
A Benjamin Franklin coloring book shows scenes and events 
from the life of the American patriot. The Robin Hood coloring i 
Correct Mistakes in Any Language book features the thrilling adventures of the legendary hero. Both i 
9 evag books have 32 pages with full color varnished hardboard covers. i 
They retail at 15 cents each. f 
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Business Furniture 








A new line of business 
furniture has been design- 
ed by the Hamilton Manu- 
facturing Corporation, Col- 
umbus, Ind. 

Cosco office seating is 
suitable for reception 
The new line features 
Twelve 





rooms, conference rooms and private office. 
seamless tubular steel construction and reversible cushions. 
models are available in four colors and a variety of upholstery 
socket 


materials. Other features include brass boots with ball 
glides that stay level when the furniture is tilted. 


Paper Fastener 

A new paper fastening device 
which “welds” paper has been plac- 
ed on the market by the manufactur- 
ers Bathrick-Collins, Inc., Medina, 
ie £ 

No metal fastener or wire of any 
kind is used. Pressing down the 
lever of the welder forces the paper 
between two steel dies which supposedly makes almost impercep- 
tible indentations. It retails for about $13.95. 





Amfile Folders 

Amfile folders are now pack- 
aged in a plastic bag with 12 
folders to a package, it was an- 
nounced by Amberg File & Index 
Company, Kankakee, Ill. 

A display card in each pack- 
age displays Amfile name on each 
side. The retail price is 49 cents. 
They are available in full cut, 4 
cut or 1/3 cut tabs and are pack- 


File Folders 


Stasderé Letter Sue ' aes 





ed 40 packages to a carton. 


Envelope Moistener 


The super envelope moistener has been announced by Better 
Packages, Inc., Shelton, Conn. 

The Super No. 3 has a three inch brush while the Super O has 
a 114-inch brush. The water tank is marine dip galvanized for 
resistance to rust and corrosion and is finished in hammertone 
baked-on enamel with cushion rubber feet. It has a stainless steel 
cover that snaps on and off for easy cleaning and refilling. It can 
be used to moisten envelopes, labels and stamps. 


Correction Seals 

A new, self-sticking correction seal 
for plugging key punch errors is 
manufactured by the W. H. Brady 
Company, 727 West Glendale Ave- 
nue, Milwaukee. 

The seals are mounted 216 on a 
handy dispenser card and are not 
affected by humidity or storage. The 
transparent feature allows the oper- 
ators to sight-read information on 
dual cards or source cards. 


Adhesive, Solder 


A new adhesive and a liquid solder are available from the 
Franklin Glue Company, 119 West Chestnut Street, Columbus 15, 
Ohio. 

The adhesive, a general purpose household cement for repair- 
ing china, glass, metal, leather, canvas, cloth and paper, comes 
in a two-ounce fold-up metal tube. The liquid solder, in a tube, 
is ready to use without heating. They both retail for 35 cents 
for a tube. 
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assured by the CROWN LINE 


of MARKING DEVICES. 
CROWN PRODUCTS are 
beautifully designed... 
durable.. 
Co} at o} (eel) a 0) <0) stn (oleae 
so prepare for that 
















. popularly priced 
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AMERICA’S FINEST 
PRESTIGE LINE OF 
MARKING DEVICES... 


































The trade has 
acclaimed the 
CROWN LINE for its 
EXTRA QUALITY, as 


the FINEST MARKING 
DEVICES EVER MADE. 


CROWN PRODUCTS 
will stand up under 
constant use without 
féar of breakdown. 
Insist on the best, 
“THE CROWN LINE”. 


R. A. STEWART AND CO., INC. 


80 Duane Street « New York 7, New York 





On your mark for the 


biggest year yet... 


GET READY 


GET SET 








| 

| 

| 

| 

! 

| 
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1956 National Luggage 
And Leather Goods Show | 





Show time . . . February 12-16, early 
so that you can shop the market, 
pretest your selling plans. New show 
place . . . the great New York Trade 
Show Building, one of the most ef- 
ficient, intelligently designed show 
buildings in the world! 


NEW Colors, new designs, new items in 

luggage, trunks, brief cases, person- 
al leather accessories, leather novel- 
ties and gifts. 


NEW Bonus in ideas . . . an opportunity 
to check your selling plans with ex- 
perts in the field. 


address all inquiries to Jack Citronbaum, 
executive vice president 





Luggage and Leather Goods 


Manufacturers of America, Inc. 
220 Fifth Avenue 





New York 1, N.Y. 
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NEW PRODUCTS 















Moistix Display 

The Bernay Products Company, 412 
South Wells Street, Chicago, has an- 
nounced a counter display unit for the 
Moistix envelope moistener. 

The moistener features the ‘‘Roll-on” 
principle and a new transparent plastic 
tube. 




















ete 
Ase 





Electro-Rex Stencil Cutter 


The Bohn Duplicator Corporation, 
444 Fourth Avenue, New York City, 
announced the Electro-Rex, an elec- 
tronic stencil cutter, which permits 
any mimeograph machine to do the 
same kind of printing that was only 
possible with printing type and en- 
gravings. 

The Electro-Rex stencils can include headlines, type matter, 
forms, letterheads, sketches and drawings. The cutting definition 
can be adjusted from 125 to 750 lines per inch. 








New Flashlights 


Walt Disney Productions, Inc., an- 
nounced the recent appointment of Ban- 
tamlite, Inc., as the only manufacturer 
licensed to produce Disney character 
pocket and novelty flashlights. 

Jobber and retailer promotional pack- 
ages are available on both a 69-cent 
and a deluxe $1 model of the Mickey 
Mouse TV Club flashlight. They may 
be obtained from the firm at 79 Fifth 
Avenue, New York City. 





Fairies ““R F’’ Lamp 

Now on the market is a 
new Fairies “R F’ lamp 
which is made by the Fair- 
ies Lamp Division, EI- 
wood, Ind. 

The new lamp is used 
especially for drafting 
boards and has an adjustable flexible arm. It has the new type 
“Kold” shade which is cold to the touch even after continuous 
burning with a 100 watt bulb. It comes in silver gray and desert 
bronze. 





SB.) 





Patiolite Candle 

Will & Baumer Candle Company, Syra- 
cuse, New York, has introduced the new 
Patiolite Tavern candle for indoor and 
outdoor use. 

The candle is glass enclosed, windproof 
and will burn about 168 hours. It comes 
in ruby, sapphire, emerald and crystal. The 
suggested retail price is $1.25 each. 

A black wrought iron finish holder is 
available for Patiolite candles and the 
suggested retail price is $2.00 each. 
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As you read the copy of MODERN STATIONER 
you are now holding in your hands, do you take 
for granted the wide variety of useful informa- 
tion you are finding in it? 


If you stop to think about it, you might well 
wonder how, month after month, you are able 
to find so many different ideas you can use, 
so much news, so many pictures, such compre- 
hensive product and market information, so 
much of the human side of the stationer industry. 


To use a well-worn phrase, “it isn’t easy.” There 
is no mysterious formula that brings all of this 
material together in one issue of our magazine. 
How we do it is very simple: We just plain go 
out and dig for it. 

ration, 
k City, 
n elec- 
ermits 
do the 
is Only 
nd en- 


matter, 
inition 
And right there you come to the heart and core 
of DAVIDSON PUBLISHING COMPANY and 
its ten publications. We know there aren’t any 
shortcuts to successfully serving any business 
at \ field. For a publisher to serve any industry well, 
f Ban- \ te a he must give his readers concrete ideas and 
acturer OS «we specific business information that readers can 
aracter a a put to use in their own businesses. 


pack- \ This job cannot be done with the paste pot and 
99-cent shears. 
~— Lili To present the type of material you find in the 
Fifth get Oe pages of this or any DPC magazine, our editors 
SoM go out to Tulsa, to Seattle, to Indianapolis, to 
New England, to anywhere there is information of 
interest to you, the reader. These editors talk 
with stationers and with the stationer’s customers. 
They look over stationer operations. The notes 
and pictures which these highly trained writers 
and photographers gather are then rushed back 
to DPC headquarters where they are refined into 
the features and news such as you are reading in 
this issue. 


But that’s not all. DPC specialized personnel 
undertake many other types of tasks to put 
together material of interest and value to you. 
They attend countless meetings, do market and 
product research, initiate extensive industry sur- 
veys, make statistical compilations, employ a 
news gathering agency, confer with manufacturers 
and other industry leaders, study countless re- 
ports and releases. 


Then and only then do they edit, lay out and 
produce the attractive, readable pages that make 
MODERN STA.IONER the leader it is. 


DHavidson Publishing Company 
405 EAST SUPERIOR STREET DULUTH 2, MINNESOTA 
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Information on products and services is 
available from the manufacturers. These 
catalogs and pamphlets may be obtained 
without obligation by request from the 
manufacturer. 


Two new pieces of sales literaturc 
are available from the LABELON TAPE 
ComPANy, 450 Atlantic Avenue, 
Rochester, N. Y. One describes W rite- 
on-it tape and the other describes the 
extensive line of tapes. 

A new 1956 catalog, describing its 
line of children’s books, puzzles, loys 
and games is available from the Sa- 
ALFIELD PUBLISHING COMPANY, Ak- 
ron, Ohio. 

A catalog describing Apex magni- 
fiers and readers can be obtained from 
APEX SPECIALTIES COMPANY, Fifty 
Valley Street, Providence, R. I. 

How fine carbon paper, business 
machine rolls, and typewriter ribbon 
are produced is graphically told in a 


16-page brochure put out by the 


BUCK-EYE RIBBON AND CARBON 
CoMANY. 7209 St. Clair Avenue, 
Cleveland. 


MANPOWER SAVINGS... 
(Continued from page 29) 
orders are made out in accordance with 
seasonal demands, inroads by com- 
petitive items and requirements to 
build up bulk shipments. Normal in- 
ventory will stretch over 120 days 
under normal demand. This raakes it 
practical to defer bi-monthly orders 
sometimes, so as to earn a better price 
with the larger order after the follow- 

ing stock count. 

Throughout the system stock count 
entries are always in black pencil and 
order entries appear in red. When 
orders are checked in from the supplicr 
a black cross is marked after the re- 
spective orders. 

This system of stock control is rel- 
atively economical. Stock count and 
assembling the data takes full time 
for the inventory control man. It ties 
up a stock boy for 16 to 20 days out 


of every 60, but betters his product 
knowledge enormously. Finally, one 
office girl devotes little more than 
half time to the mechanics of check- 
ing the books, ordering and making 
revisions in the forms. 

While ordering is theoretically 
done through Mr. Longino, much of 
it is practically automatic. He actually 
enters into the ordering only when 
new products are involved, lines are 
being dropped or trends are develop- 
ing that require establishing new 
“normal” inventories. 

The greatest benefit of Miller's 
stock control system, Mr. Longino re- 
ports, is reducing to a minimum the 
great amount of time formerly con- 
sumed by store personnel in checking 
stock and calling the warehouse for 
replacements. In terms of total man- 
hours saved, he believes nearly one 
person has been freed in each of the 
stores and in the warehouse or four 
persons altogether. 

“Now we've got an inventory con- 
trol system,’ says Lester Longino, 
“that will fit any size operation with 
any number of stores.” 






















Beautiful steel-die Christmas c 


holders, enclosure cards, 


in April . . . reserve your copy now. 


Greeting Card Dept. 


WILLIAMS PAPER 


| 19 Hudson Street 








off the wholesale cost 
also Christmas cards for business, money 


Free samples on request 
Note: Our 1956 Christmas sample book will be ready 


New York 13, N. Y. 


ards at % 


etc. 
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Indispensable reference 
fA and purchasing guide: 
Jj Artists Supplies 

@ Drafting Materials 

* Papers, Boards, Pads 

* Drawing Instruments 

* Airbrushes & Compressors 
* Craft Materials & Plastics 
* Picture Frames 


* and hundreds of other 
essential art materials 





Write immediately on your 
company letterhead —you'll 
receive this valuable catalog 
by return mailat no charge. 


ARTHUR BROWN & BRO., INC., 2 W. 46TH ST.,N.Y. 36, 





























CANADA 


SEND US YOUR 


NEWS 


Well-established Canadian wholesale stationer would | 
like to obtain lines on an exclusive distribution 
basis. Has own warehouse and shipping facilities. | 
Sales force covers Canada from coast to coast— 
large Cities to rural areas—chain, variety, gift, drug 
and department stores. 

Can furnish references from Firms already repre- 
sented. 


Box 57, Modern Stationer, 405 East Superior 
Street, Duluth, Minnesota. 


























The editors of MODERN STATIONER are always 
interested in all of the news about your company and 
your personnel. They urge you to adopt the policy 
followed by so many other stationers in forwarding 
them regular information about the activities of 
your company and its people. 

ADDRESS NEWS EDITOR 
MODERN STATIONER 


405 E. Superior St. 
Duluth 2, Minn. 
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We think there are few publishers who do as PAPER 





much to fully serve their readers as DPC does. It 
isn’t just a matter of producing more pages each 
month, but in filling those pages with material 
that is really useful. 





The articles in DPC publications—all published 








to help business men and women—give step-by- 
step explanations of fow volume was increased, 
how costs were reduced, How customers were sat- 
isfied, or how advertising was made to pay off. 
é" We think this is why each of the DPC publica- 
. tions is a widely respected leader in its field. 
cy 
ng 
of 
IDC 
)_ _EST.1900__¢ 
Davidson Publishing Company 
— 


405 EAST SUPERIOR STREET, DULUTH 2, MINN. 


































PARTY GOODS 
CATALOG! 


Happy New 


Designs, Items, 
Ideas & Profits! 


@ As always you'll find Paper Art the freshest, 
brightest, fastest-moving paper party goods 
line of all. The leading quality seller in America’s 
fine stores for 24 years. Send coupon today! 





Paper Art Company, Inc. ' 
3500 North Arlington Avenue, Indianapolis, Indiana { 


@ Please send us your new 1956 Catalog and Order Blank 
ne iii cacinssencancaitcnsbiniocesiceen habe enielaan eta cimaea oeaionaeniaaiaaaa 
Address 








STAgD 


Fine Leather Desk Sets 





Pads and Accessories 


NEW CATALOGUE 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 














A SMART 


sip PLAY FOR 
¢ —PROFITS.... 


whist 


(Linguist) 


the learn-a-language game 
card game excitement 
while learning to speak 
SPANISH or FRENCH 

No study—just fun! Two to four can: play. 

nationally advertised Reta $298 - 


GAMES-OF-THE-MONTH, Inc., 115 W. 29th St., N.Y. 1 








Important Notice for 
Subscribers and Advertisers 


Any money sent to MOD- 
ERN STATIONER for  sub- 
scriptions or classified adver- 
tising should be in the form 
of checks, money orders, bank 
drafts, or postal notes. Do not 
send cash through the mails. 
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The dates listed here may be of interest because they are a reminder of a specific 
event or because they suggest promotional tie-ins for stationers for sales, store events 


or window displays for the period covered. 


Jan. 15—World Religion Day. 

Jan. 15-21—International Printing 
Week. 

Jan. 15-21—National Civil Service 
Week. 

Jan. 19—Robert E. Lee’s Birthday. 

Jan. 20-Feb. 2 — California Lamp, 
Picture Show, Biltmore Hotel, Los 
Angeles. 

Jan. 22-27—California Gift Show, 
Biltmore, Alexandria Hotels. 

Jan. 22-27—New York Lamp Show, 
New York Trade Show Building. 

Jan. 22-29—National YMCA Week. 

Jan. 29—Temperance Sunday. 

Feb. 1—National Freedom Day. 

Feb. 1-29—American Heart Month. 

Feb. 2—Ground Hog Day. 

Feb. 5-8—San Francisco China, Glass, 
Gift, Toy Stationery Show, Civic 
Auditorium. 

Feb. 5-10—Chicago Spring Gift Fair 
—Hamilton Hotel 

Feb. 5-12—National Lutheran Pub- 
licity Week. 

Feb. 5-15—Chicago Gift Show, Pal- 
mer House and LaSalle Hotel. 

Feb. 6-10—Stationery Trade Fair, 
Blackpool, England. 

Feb. 6-12—Boy Scout Week. 

Feb. 12—Abraham Lincoln’s Birth- 
day. 

Feb. 12—Race Relations Sunday. 

Feb. 12—Scout Sunday. 

Feb. 12-18—National Crime Preven- 
tion Week. 

Feb. 12-22—National Defense Week. 

Feb. 14—Mardi Gras (Shrove Tues- 
day). 

Feb. 14—Valentine’s Day. 

Feb. 15—Ash Wednesday. 

Feb. 17—World Day of Prayer. 

Feb. 19, 20, 21—St. Louis Gift Show, 
Statler Hotel, St. Louis, Mo. 

Feb. 19-22—Allied Gift & Jewelry 
Show, Hotel Adolphus, Dallas. 

Feb. 19-25—Catholic Book Week. 


Feb. 19-25 — National Advertising 
Week. 

Feb. 19-26—Brotherhood Week. 

Feb. 22 — George Washington's 
Birthday. 

Feb. 22-March 2—British Industries 
Fairs, Earls Court, London. 

Feb. 26-28—Omaha- Midwest Gift 
Show, Paxton Hotel, Omaha. 

Feb. 26-March 2—New York Gift 
Show, Hotel New York and New 
York Trade Show Building. 

Feb. 28-29—Annual Chicago World 


Trade Conference, Morrison 
Hotel. 

March 1-5—Wholesale Stationers’ 
Association Convention, Drake 
Hotel, Chicago. 

March 1-31—National Home Im- 


provement Week. 
March 4-7—Denver Gift & Jewelry 
Show, Hotel Albany, Denver. 
March 4-10—National Save Your 
Vision Week. 

March 5—President’s Day. 

March 5-9—Boston Gift Show, Hotel 
Statler, Boston. 

March 5-10—National Smile Week. 

March 10-April 10—Easter Seal Ap- 
peal. 

March 11-13—Kansas City Gift Show, 
Continental Hotel, Kansas City, Mo. 

March 11-17—Girl Scout Week. 

March 11-18—Camp Fire Girls Birth- 
day Week. 

March 15—Andrew Jackson’s Birth- 
day. 

March 16-23—Jewish Youth Week. 

March 17—St. Patrick’s Day. 

March 18-21 — Philadelphia Gift 
Show, Hotel Benjamin Franklin. 

March 20—Red Cross Sunday. 

March 25—Palm Sunday. 

March 30—Good Friday. 

April 1—Easter Sunday. 

April 1-7—WNational Arts and Crafts 
Week. 
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April 1-7 — National Conservation 


Week. 


April 1-30—America’s Heartland De- 


velopment Month. 


April 1-30—Cancer Control Month. 
April 1-30—National Hobby Month. 
April 2-8 — National 


Boys’ Club 


Week. 


April 6—Army Day. 
April 


8—National Mother-In-Law 


Day. 


April 8-14—Pan American Week. 
April 8-15—National Model Build- 


ing Week. 
April 8-16—American Comedy 
Week. 


April 9-12—Packaging Week. 


April 9-15—National Sunday School 
Week. 

April 13—National Fun Day. 

April 13—Thomas Jefferson’s Birth- 
day. 

April 14—Pan American Day. 

April 15-21 Classified Brand Names 
Week. 

April 16-22—National Coin Week. 

April 16-23—National Do-It-Your- 


self Week. 
April 16-23 — Passover. Religious 
(Jewish). 
April 18—Brand Names Day. 
April 19—Patriot’s Day. 


April 22—Meet Your Obligation 
Sunday. 
April 22-28—National Secretaries 
Week. 


April 22-28—United States-Canada 
Good Will Week. 





SERVICE... 

(Continued from page 21) 
thereby adding to their respect for 
him, good scheduling, Poetzman 
points out, guarantees him time for re- 
search, calling on new prospects and 
writing orders. 

Two Series of Cards 

Poetzman keeps two series of cards. 
One is an alphabetical list which he 
uses for general reference and which 
his office uses in times of his absence. 
These cards are also used for special 
details such as the mailing of Christ- 


mas gifts. (Poetzman hastens to ex- 
plain in this regard: “I don’t believe 
in buying business, but in 17 years 
you make a lot of wonderful 
friends.”’) 

The second series of cards sectional- 
izes the customers by the days of the 
week they will be called on. Poetzman 
sticks closely to the schedule provided 
by these cards. He has been so re- 
liable that most of his customers know 
approximately at what time he will 
arrive as well as the day. 

So what is it that makes a salesman 
successful? Poetzman shouts “Serv- 
ice,” and he makes it clear what he 
means. He refers to the pre-sale serv- 
ices of suggestion and advice that are 
made possible by product knowledge, 
ever-continuing research and a desire 
to assist. He refers to the post-sale 
services of attention to a customer's 
questions and complaints, and regular 
scheduling of calls. In general, he 
refers to the service that “helps and, 
incidentally, sell’’; not the service that 
“helps to sell.” 





Sells On Sight! 


THE MAGIC SPRING 


COILS THE CORD 
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ORDER FROM YOUR WHOLESALER 
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Sure as you're born!... 


your Guiding Star 


points to Profits with 


KEM Playing Cards 






Kem is your Guiding Star to 
a good year! This popular Bridge 
pattern with signs of the zodiac is 
your horoscope to get business off 
to a successful start. Your customers 
are sure to go for their personal 
GUIDING STAR! Now is the time to 
reorder Kem for high profits in 
playing cards. 








* 


Hl 


e Los Angeles Gift Show 
January 22-27 
| See Mr. Herbert |. Henry 


BILTMORE HOTEL, Room 2331 
902 BRACK SHOPS 


KEM STARS AT THE SPRING SHOWS 


Chicago Gift Show 
February 5-12 


See Mr. Harry J. Neggesmith 
PALMER HOUSE, Room 910 
1519A MERCHANDISE MART 


KEM PLASTIC PLAYING CARDS, Inc. 
595 Madison Avenue, New York 22, N. Y. 
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CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the month preced- 
ing the month in which the magazine is issued. RATES: 12c a word. Minimum 
Order: $3.00. Names and address are to be included in the count. 
sets of figures are to be counted as one word. 


Initials or 











HELP WANTED 





SALESMAN, xperienced, wanted for 
well established Studio Card line. Choice 
territories open, liberal commission. State 
details. Box 46, Modern Stationer, 405 
East Superior Street, Duluth 2, Minne 





Established publisher has territories ang 
for the right gift and stationery sa 
men. Write stating present territory and 
lines to Box 58, odern Stationer, 405 
East Superior Street, Duluth 2, Minne- 
sota. 1-56 
Top-notch salesman with good following 
in Stationery, Book, Gift Department 
stores wanted for sathomalliy advertised, 
honey line. Retirement of previous 
salesman leaves open lucrative Greater 
New York and Long Island as exclusive 
territories, Full list of previous accounts 
turned over. Complete details and re- 
ferences requested with first reply. Box 
61, Modern Stationer, 405 East Superior 
Street, Duluth 2, Minnesota. 1-56 








Wanted — salesmen or women for fine 
imported greeting cards, postcards and 
allied lines. Good territories open. E. 
M. Priebat Company, 147 West 33 Street. 
New York 1, N. Y. 1-56 


EVERYDAY AND CHRISTMAS CARDS. 
Fast moving studio line. Many exclusive 
territories open. Top commission basis. 
Excellent additional line. Write full de- 
tails, territory covered, Box 21, Modern 
Stationer, 405 East Superior Street, 
Duluth, Minnesota. t-1 








MANUFACTURER'S REPRESENTATIVE 
wanted to represent nationally sold pat- 
ented zipper ring binders, portfolios, and 
brief bags. Exclusive territories avail- 
able. Commission. Give details. Reuben 
Co., Box 31, 555 W. Jackson Blvd., Chi- 
cago 6, Tl. t-f 





SALESMAN WANTED by one of nation’s 
leading stationery manufacturers. Con- 
tact retail trade in states of Illinois, 
Indiana, Michigan and Wisconsin. Un- 
limited future. Send full resume, complete 
record of employment and current photo- 
graph. Box 51, Modern Stationer, 405 
East Superior Street, Duluth, Minn. 1-56 





REPRESENTATIVES WANTED 
Can you handle an additional money- 
making line? 50 year old company, ex- 
panding its gift tye ribbon and paper 
division, seeks established sales represen- 
tatives in all areas calling on greeting 
card, w enagner” f gift, department store, 
and similar outlets. You will be supported 
by trade advertising, catalogs, and other 
sales aids. We want people who 
age ae A cover their area and will 
take advantage of the splendid oppor- 
tunity for volume and solid repeat busi- 
ness which this line affords. Exclusive 
territories on commission basis. Write 
fully, stating lines now carried. Box 52, 

ern Stationer, 405 East ea 
Street, Duluth 2, Minnesota. 1-56 





Established stationery manufacturer 
wants experienced salesmen or sales- 
ladies for the Midwest and Southwest. 
Particularly interested in Department 
stores. Commission basis, protected ter- 
ritory. Give particulars. Box 54, Modern 
Stationer, 405 East Superior Street, 
Duluth 2, Minnesota. 1-56 





SALES REPRESENTATIVE—to call on 
Stationers, Gift Shops, Department Stores, 
etc. for nufacturer .. . loi estab- 
lished . leading line. Must be con- 
scientious worker, ™ geo area. 
State full particulars. er territory 
opened) Box 59, Mode mh, Stationer. 405 
— Superior Street, Duluth 2, ——. 
so - 
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PAPETERIE DEPARTMENT 
SUPERVISOR 
Opening available for a supervisor in 
the Papeterie Department of a firm lo- 
cated in the Middle West. Chief products 
of the department are cellophane wrap- 
pei and boxed apeteries and banded 
commercial envelopes. Applicant must 
have sufficient ability and experience to 
enable him to supervise and coordinate 
work and personnel of entire depart- 
ment. 
Excellent opportunity for applicant with 
qualifications for position with a com- 
pany that has been engaged in this —_ 
of manufacture for years. Give complete 
details regarding work record, education, 
age, marital status and any other data 
you regard as important in first letter 
to Box 64, Modern Stationer, 405 East 
Superior Street, Duluth 2, ee, 5 
-56 





DEALERS WANTED - Billbooks, business 
forms, envelopes. Modern, Box 502, Great 
Neck, N. Y. Free Catalog. tf 





POSITION WANTED 





Salesman—With many years experience 
and an excellent following, in ichigan, 
Ohio, Indiana and Kentucky calling on 
Department Stores, Stationer Stores and 
Gift Shops is interested in one or more 
lines. Box , Modern Stationer, 405 
East Superior Street, Duluth 2, a 

-56 





Manufacturers and Importers: Representa- 
tive with 15 years successful specializa- 
tion in A ae goods, showrooms in “225” 
and gift show representation, desires 
an unusual, smart party favor line, med- 
ium and higher priced, must be an all- 
inclusive line. Commission basis. Box 60, 
Modern Stationer, 405 East Superior 
Street, Duluth 2, Minnesota. -56 





Experienced sales _ representative, 34, 
married, with excellent references as to 
ability, reputation and aggressiveness, 
desires association with reputable man- 
ufacturer of good solid line. Strong fol- 
lowing in California and West Coast in 
Department Stores, Jobbers, Variety and 
Drug chains etc. Handling stationery, 
toy, gift and promotional merchandise. 
Able te set up complete promotions. Con- 
sider exclusive arrangement with right 
firm. Box 63, Modern Stationer, 405 
East Superior Street, Duluth 2, ——. 

1-56 





SERVICES OFFERED 
WINDOW TRIMMER. Make your win- 
dows pay. Attractive displays. Alvin Poll, 
166-05 89th Ave., Jamaica, N. Y. Phone 
Oiympia 7-5114. 3-90 





LINES WANTED 
OHIO—MICHIGAN. Manufacturers’ rep- 
resentative with excellent background 
and references seeking lines for sta- 
tionery, gift and department stores. Con- 
tact Box 53, Modern Stationer, 405 East 
Superior Street, Duluth 2, Minnesota. 
Thank you kindly. 1-56 





Manufacturers Representative calling on 
department stores and _  stationers in 
Cleveland and Pittsburgh areas wants 
one or two additional lines. Especially 
interested in promotional lines for de- 
partment stores. Box 55, Modern Sta- 
tioner, 405 East Superior Street, Duluth 
2, Minnesota. 1-56 





Administrative Assistant to busy execu- 
tive in New York City. Personable lady 
offers her years of service and broad 
experience in showroom and office man- 
agement - a capable, adaptable and effi- 
cient secretary. Box 56, Modern Stationer, 
405 Ea Superior Street, Duluth 2 
Minnesota. 1-56 
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Ace Fastener Corporation 

American Crayon Company, The ...... 

Angler's Products Company 

Atlantic Playing Card Company........ 

Bates Manufacturing Company, The.. 4 

Brown, Arthur, & Bro., Incorporated 62 

Bruelheide Publishing Company, 
Incorporated 

Bruelheide, R.W., and Associates 
Incorporated 

C-Thru Ruler Company - 

Chicopee Mills Incorporated ___. 

Craftint Manufacturing Company, 


c kL 
Company 
De Jur Amsco Corporation 
Dennison Manufacturing Company .... 
Dixon, Joseph, Crucible Company 
Th 





e 
Dolin Metal Products, Incorporated....57 
Dunston Leathers, Incorporated 
Encores, Incorporated 
Esterbrook Pen Company, The 
Ever Ready Calendar Manufacturing 
Company 
Faber, Eberhard, Pencil 
Company 37, 38, 39, 40 
Force, Wm. A., & Company, Bi 
Incorporated 
Games-of-the-Month, Incorporated -..- 
Gibson, C. R., and Company....2nd Cover 
Guide System & Supply Company ....54 7 


Huff Company, The 
Hunt, C. Howard, Pen Company 


Kem Plastic Playing Cards, 
Incorporated 

Kingsley Stamping Machine 
Company 

Leathersmith of London Limited : 

Little, George F., Management 3rd Cover 

Lowe, E. S., Company 45 

Luggage and Leather Goods Manu- 
facturers of America, 
Incorporated 


Mastercraft Pen Company 

Merriam, G. & C., Company ... 

Monet Company, The 

Montag Brothers, Incorporated 

National Litho Forms Company ....... 

Noesting Pin Ticket Company, 
Incorporated 


Paper Art Company, Incorporated 
Protectal! Safe Corporation, The -..... 


Regency Thermographers 
Roberts, Weldon, Rubber Company.... 


Saxon Paper Corporation 

Seal-O-Matic Dispenser Corporation... 

Smith, E. Errett, Incorporated 

Smith, K., Company, The 

Stationers Specialty Corporation . 

Stewart, R. A., and Company 
Incorporated .. 

Strathmore Company, The 


Volland, P. F., Company, The 
Waterman Pen Company, 

Incorporated ........................ 11, 43 
Williams Paper Company 
Write, Incorporated 
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HOTEL 
NEW YORKER | 








NEW YORK 
TRADE SHOW BLDG. 





789 Exhibits * Merchandise from over 

30 foreign countries * Opening Sunday for 
six shopping days * 2nd through 1 1th floors 
at Hotel New Yorker * 2nd through 6th 
floors at New York Trade Show 
Building* * Registered California for 


West Coast Giftwares. 


VOLKSWAGEN 
Convertible *The Hotel Statler Division will not be used for 


this market, but you'll find all of these old 
To a Lucky Buyer 


friends in new surroundings at the 
Registering at this Show. 


New York Trade Show Building. 





SUNDAY FEBRUARY 26th through FRIDAY MARCH 2nd 


HOTEL NEW YORKER & NEW YORK TRADE SHOW BUILDING 
(8th Avenue at 35th Street) 





Sponsored by THE NATIONAL GIFT & ART ASSOCIATION, INC. 
Directed by GEORGE F. LITTLE MANAGEMENT, 220 FIFTH AVENUE, NEW YORK 1,N. Y. 





WHITE and WYCKOFF 
MANUFACTURING CO. 


of Holyoke, Mass. - New York. Chicago 
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as lhe exclusive dabubslow f 


MASSLINN’ 


Non-Woven Cloth 


NAPKINS, TOWELS and TABLECLOTHS 


to insure you the best in service and deliveries 





See the new Masslinn line at all major shows this year 


Non-Woven Fabrics Division 
CHICOPEE MILLS, Inc., 47 Worth Street, New York 13, N. Y. 








